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ITH this issue 
W of The Feed 
Bag we again 
send Christ- 
mas greetings 
a and our wish 
ia for good luck in the New 
Year to our readers and 
advertisers. Very few in 
our industry have dropped 
a from the ranks and, con- 
sidering the year’s trials, 
this is something which 
should make us all proud 
and happy. The feed man 
— dealers, manufacturers 
and allied business men — 
is surviving because he has 
and is rendering essential 
service. The battle is still 
on and we love it. Merry 
Christmas! 
D.K.S. 
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Co our many friends in the trade 
—fue sincerely fish a jovous 
holiday season and a happy, 
healthy and prosperous Nefu Uear 
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FEED INGREDIENTS 


like Apple 


CAN LIVE DOUBLE LIVES 
Fos-ror-uS—Nature’s Mineral—is Always the Same—BALANCED 


IME and temperature determine 
j pore apple juice is cider or vinegar. 
Some forms of calcium and phosphorus 
change too unless heat treated to prevent 
decomposition. 

Laboratory tests prove that many so 
called alkaline minerals sold for balanc- 
ing feed formulas live double lives. Be- 
cause of putrefaction of tissue and flesh 
they actually become acid, and unbalance 
your feeds and mashes. 

Fos-For-US is always the same—chemi- 
cally correct. This natural mineral is taken 
from deposits of animal life of prehistoric 
ages. Heat treated by tremendous pres- 
sure, all organic matter has been fossilized. 
No chance for decomposition or chemical 


change—just calcium, phosphorus, iron 
oxide, and sulphur in the proper propor- 
tions that made animals healthy millions 
of years ago. 

In competitive tests with six other min- 
erals, Fos-ror-uS has been the outstand- 
ing leader in producing more eggs, heavier 
eggs and healthier fowls. Mortality rates 
were reduced 2 to 8%. 

Five years ago Fos-ror-uUS was un- 
known. Today over 1200 Feed Manufac- 
turers and Millers use it. On sheer merit 
alone, it has won its way into the feeds 
and mashes of foremost mixers. Investi- 
gate Fos-ror-uS. Be convinced. That’s 
the way we win friends. Literature and 
prices upon request. 


Fos-FoR-US 


[NTERNATIONAL AGRICULTURAL (ORPORATION 


MANUFACTURERS 


OF GRADE 


61 Broadway, New York, New York 
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Merry Christmas 


eis our many friends 
" in the feed industry 
we wish a Merry Old 
Fashioned Christmas 
and a Gappy and Pros- 
perous New Year. 


Deutsch & Sickert 
Company 


400-402 Chamber of Commerce, MILWAUKEE, WIS. 


DEALERS WANTED 


Now is the time 
to take on this 
profitable line 


VITA BRAND 
SOD LIVER OIL 


(Trade Mark Registered in U.S. and Canada) 


is a big seller to poultrymen especially at this season, 
on account of reduced sunlight. 


It gives RESULTS, because it is biologically-tested for 
Vitamin ‘‘D’’ and chemically tested for Vitamin ‘‘A’’. 


8th year on the market. 


We have representatives in most States. Let us send 
you the name of the one nearest you. 


Some territory stillopen. If interested, write us quickly. 


We also produce 
“YOCUM YELLOW” Cod Liver Oil 


YOCUM FAUST, LIMITED 


DEPT. 23, LONDON, CANADA 
‘Pioneers in Vitamin-tested Cod Liver Oil’’ 


WINTER 
EGGS 


for your customers means Winter poultry 
mash business for you, especially if the cost 
of producing these eggs is reduced. 

10% of Diamond gives the mash a strong 
basis of highly- digestible, egg- producing 
protein at much lower cost than protein 
furnished by the animal feeds. Replace half 


of the meat scraps in your mash with 


DIAMOND 
CORN GLUTEN MEAL 


Actual experiments have proven that this 
replacement not only lowers cost but pro- 
duces more eggs. 

Include a ton or two of Diamond in your 


next car of Buffalo Corn Gluten Feed. 


40% Protein Guaranteed 


Booklet of free formulas on request 


RATION SERVICE DEPARTMENT 


CORN PRODUCTS REFINING CO. 


17 Battery Place, New York City 
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LANDSLIDE... 


—as big as the political one in November— 


is underway in favor of LIVER MEAL 
(Vacuum-Processed) Mashes. 


Arcady alone offers this exclusive feature 


to you and your trade—in its full line of 


Arcady-Wonder Mashes. 


Also “THIS FEED LABORATORY TESTED” 


now on all Arcady bags helps you sell this 
quality fair priced line—more profitably. 


Present high egg prices— 
resulting from much lower 


production per hen where 


unbalanced or improperly 


mixed mashes have been fed ARCADY FARMS MILLING 


—are providing great profits 


to poultrymen feeding COMPANY 
Arcady-Wonder Mashes 223 W. JACKSON BLVD. PA 
and to distributor dealers. CHICAGO, ILLINOIS Sait 
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Federation Expects Big Attendance 


At Syracuse Convention 
Meeting Will Be Held February 21 and 22 


HE program for the mid-winter 
convention of the Eastern Fed- 
eration of Feed Merchants to 
be held at Syracuse, February 
21 and 22, will be so comprehensive and 
important that there will be a record- 
breaking attendance in spite of the 
business doldrums, according to Sec- 
retary W. A. Stannard. The goal is 
set for 500 which will be at least 100 
more than the previous high record. 
There will be business conferences 
during the two convention days and 
the evenings will be devoted to get- 
acquainted programs, including a ban- 
quet and entertainment. The officers, 
directors and governors will hold a pre- 
convention conference on the evening 
of February 20. 


Oppose Business Subsidies 


It is expected that there will be a 
flood of proposed legislation as soon 
as the federal and state legislatures 
convene and this will be given special 
attention during the convention. Every 
effort will be made to curb the pres- 
ent tendencies of the government to 
compete with private business enter- 
prises and legislation will be sought 
to prevent any new ventures in this 
field. Speakers who are familiar with 
this subject will have a prominent place 
on the morning program February 21. 

“How Can We Increase Our Service 
and Profit in 1933” will be the subject 
of the afternoon conference. One 
speaker will analyze the woes of the 
feed business during 1932 and others 
will suggest methods of capitalizing 
these troubles during the coming 
months and turning them into profits. 
A round table discussion of new trade 
developments will be held. 


Universal Entertainment Features 


The banquet and entertainment will 
be held the first evening and negotia- 
tions are being made for one of the 
most unusual features of entertainment 
that has ever been presented at a fed- 
eration convention. 

“Standardizing the Feed Business” 
will be the major subject of discussion 
for the second day. It has long been 
felt that many branches of the retail 
feed business could be standardized 
without destroying the value of indi- 
vidual initiative. Cost accounting, 
printed forms, advertising methods and 
group sales promotion are among the 


possibilities suggested that would stim- 
ulate business, reduce operating costs 
and increase profits. 

Certain officers of the federation be- 
lieve that a definite standardization 
would increase the value of the feed 
merchant to his customers. “The cus- 
tomers would get more for their dol- 
lar,” one member suggested. 

A new feature will be a conference 
of salesmen who call on the retail 
trade. A brief program with a discus- 
sion of sales plans will be arranged. 

The new advisory council, of which 


Lewis County Merchants 
Plan Regular Meetings 


The feed merchants of Lewis county 
recently held an interesting meeting 
at Lyons Falls, N. Y., and plans were 
initiated to get together at least every 
two months and more frequently if 
warranted. Herbert Fairchild, Low- 
ville, N. Y., presided. The speakers in- 
cluded Fred McIntyre, president of the 
Eastern Federation of Feed Merchants, 
George Lane, Rome, N. Y., and W. A. 
Stannard, secretary of the federation. 

Present business conditions were 
discussed and optimistic predictions 
were made for the winter and spring 
business, 

The Lewis county merchants are pre- 
paring to enroll business and profes- 
sional men in the Eastern Federation 
of Business Men to strengthen the 
program of opposition to government 
competition with private business 
either by direct methods or by subsi- 
dies. 

Jay Markham, popular feed mer- 
chant of Lyons Falls, was in charge of 
arrangements for the meeting. The 
next session will probably be held in 
Lowville in December or January. 


E. B. MURPHY & SON, Syracuse, 
N. Y., have purchased the Dan Wright 
hay and potato warehouse at Skaneate- 
les Junction, N. Y., and are utilizing 
it for buying hay and selling feed, seed 
and fertilizer. The business is being 
operated on a cash basis. E. B. Mur- 
phy is president of the New York State 
Hay & Grain Dealers association. 
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George Strong is chairman, will be 
honored at one session of the conven- 
tion. This committee includes only the 
past officers of the federation and at 
present has three members. In addi- 
tion to Mr. Strong, these are W. S. 
Van Derzee and Reeve Harden, both 
former presidents. 

The complete program with a list of 
speakers and their subjects will be pub- 
lished in the next issue of The Feed 
Bag. It is promised that the conven- 
tion will create enough enthusiasm to 
last all who attend a full year. 


Debate License on Feed 
Used for Mixing 


Should feeds sold strictly for mixing 
purposes be required to have a license? 
That is the question that is perplexing 
several of the eastern shippers of 


feeds. The question was raised as fol- 
lows: 


Distillers’ grains were sold to a re- 
tail merchant for mixing only. They 
were shipped from outside the state 
and were not licensed. Samples were 
picked up at the retail mill where the 
bags of distillers’ grains were stored 
with other feeds offered for sale. A 
penalty was levied by the state depart- 
ment which maintained that the feeds 
should have been licensed before they 
were sold to the retail merchant. 


The shippers contend that to demand 
a license would mean that two license 
fees would be required, those taken 
out by the shipper and the retail mer- 
chant. The department maintains that 
if the feed is not licensed by the ship- 
pers there is no way of controlling 
the quality for the retail feed mer- 
chants who use it in mixed rations. 

The matter is now having the con- 
sideration of the control committee of 
the Eastern Federation and the sugges- 
tions of the merchants will be appre- 
ciated. 


ELIOT B. MITCHELL, president 
of the Consolidated Feed & Grain Co., 
Buffalo, was killed November 11 when 
the automobile which he was driving 
collided with a street car. He was 38 
years old. 
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PAUL GEBERT, Lincoln 
Merrill, Wis., has every right to claim 
that he is one of the best hunters in 
the feed industry. By noon of the first 
day of the hunting season Paul had 
downed a buck and brought it back 


Mill, 


into camp. His father, who accom- 
panied him, also bagged a deer a few 
days later. 


LEROY LABUDDE, LaBudde Feed 
& Grain Co., Milwaukee, Wis., holds 
the honors for getting one of the larg- 
est deer bagged in the northwoods of 
Wisconsin. His buck weighed 230 
pounds when dressed and carried a pair 
of antlers with ten prongs. The deer 
was shot in the Land-O-Lakes, Wis., 
hunting grounds. 


Iowa Millers Vote to Sponsor 
Tax on Trailer Mills 


HE Northeastern Iowa Millers 

| association voted to sponsor a 

bill which would require port- 

able mills mounted on trailers 

to be licensed with the state at a meet- 

ing of the organization held recently 

at New Hampton, Ia. Members of the 

Custom Millers association with head- 

quarters at Cascade, Ia. joined the 

Northeastern group at the meeting and 
mutual problems were discussed. 


The promoter of the rent-a-mill 
movement who plans to furnish port- 


UILT 


BAGS 


BAG FACTORIES ... 


COTTON 


MILL ... BLEACHERY 


completely out. 


TALK AsBoutT Bacs! 


(Quoted from Customers’ Letters) 


.... and want to tell you how much 
we appreciate the service you gave us. 


We wired you at 11:07 on Saturday, 
which, of course, is a half holiday, 
hoping that you could in some way 
get these bags forwarded so that we 
could get them this morning. We were 
We believe THIS 
IS THE BEST SERVICE WE HAVE 
EVER RECEIVED ON 
ORDER FOR BAGS. 


WERTHAN 


Bag Corporation 


A RUSH 


NASHVILLE 
NEW ORLEANS 
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able mills mounted on trailers to be 
rented to farmers was present and out- 
lined his proposition. Discussion which 
followed revealed that the plan met 
with the objections of those present 
and resulted in the drafting of a resolu- 
tion calling for the introduction of a 
bill into the legislature which would 
compel trailer mills to take out a li- 
cense. 

Details of the rent-a-mill idea as pro- 
posed by the promoter to the North- 
eastern Iowa Millers association were 
published in the November issue of The 
Feed Bag. Since that time it has been 
learned that the man back of the trail- 
er-mill movement is the same person 
who headed the Portable Milling Co., 
Des Moines, Ia., which distributed the 
portable motor truck mill on a large 
scale and which is now in the hands 
of receivers. 

Power rates were also discussed by 
the Iowa millers and plans were made 
to hold conferences with the heads of 
various power companies with the view 
of obtaining reduction. An appeal for 
cooperation from all power users in 
the trade in this movement was urgent- 
ly requested. 

The Northeastern lowa Millers asso- 
ciation and the Custom Millers asso- 
ciation are interested in sponsoring a 
statewide organization and plans for 
this venture will be discussed at a 
meeting to be held this month. Invi- 
tations announcing the time and place 
of the gathering are to be mailed in 
the near future. 


National Dealers Select 
Chicago for Meeting 


The Grain & Feed Dealers National 
association will hold its annual conven- 
tion at Chicago next year, the board 
of directors decided at a recent meet- 
ing. Dates and hotel headquarters are 
to be announced later. 

Chicago was selected because of the 
Century of Progress Exposition which 
will be held there next year. Conven- 
tion sessions will be held during the 
mornings only to give the delegates 
an opportunity to view the exposition 
during the afternoons. 

Charles Quinn, Toledo, secretary, is 
making early preparations for the con- 
vention and expects it to be the larg- 
est in the history of the association. 


JACKSON FLOUR & FEED CO., 
Detroit Lakes, Minn., has purchased 
the business of R. H. Gripentrog, Peli- 
can Rapids, Minn. 


C. B. LIBBERT has succeeded L. 
E. Walsh who recently resigned as 
sales manager of the commercial feed 
division of the Washburn-Crosby Co., 
Kansas City, to accept a position with 
the National Oil Products Co., Harri- 
son, N. J., as manager of the firm’s new 
Kansas City office. 


Prosit! 


Feed Business Will Be Better 


If Beer Comes Back 


will receive his share of the in- 
crease in business which it is ex- 
pected to bring. This is the assur- 
ance of Milwaukee brewers and malt- 
sters who are dusting off the cobwebs 
and oiling machinery which has been 
idle since prohibition went into effect. 
When and if the signal “go” is flashed 
from Washington, millions of bushels 
of barley destined to put pork on the 
back of scrawny hogs, milk in the pail, 
and eggs in the basket will pour into 
brewing centers with price returns to 
the farmer far greater than any he 
could expect by feeding it to his live- 
stock and poultry. Corn too, especially 
the white variety, will trickle from the 
farms and thence out of the spigots to 
add zest to America’s beer. 


Will Open New Markets 

But what has all this to do with the 
retail feed dealer? Plenty, if he will 
take advantage of it. Every bushel of 
barley that is weaned away from the 
farmer by return of beer will give the 
dealer an opportunity to supply a suit- 
able feed to displace it. And this is no 
small item. 

If beer comes back it is estimated 
that 75,000,000 to 80,000,000 bushels of 
barley will be required annually to sup- 
ply the needs of the breweries and malt 
plants in the United States. This re- 
presents double the amount which the 
two industries have been consuming 
during the prohibition period. In other 
words, a new displacement market of 
40,000,000 bushels or almost a million 
tons will be opened to the retail dealer 
who will be aggressive enough to sug- 
gest commodities which he handles to 
replace the barley which would ordinar- 
ily be fed on the farms in competition 
with his feeds. 


Would Boost Prices 

The return of beer is expected to 
raise the price of barley appreciably 
from its present level. In fact, it has 
risen steadily since the presidential 
election. This will mean additional dol- 
lars in the much moth-eaten pockets of 
the farmers, plus the boost per bushel 
on the present grain which is going to 
the brewers and maltsters during this 
prohibition era. In all, the farmers’ in- 
come should be sweetened to the tune 
of many millions of dollars—a tune that 
should ring a more cheerful note on the 
cash registers of retail feed dealers. 

Corn which is required in the form of 
grits by many breweries for the manu- 
facture of beer would put a delicious 
frosting upon the barley income. In 
1913 B. P. (before prohibition) approx- 
imately $16,000,000 was paid out for 
corn. 

Corn grits are used with barley to 


I’ beer comes back the feed dealer 


This familiar scene in the days B. P. (before prohibition) may be revived soon if beer 
comes back. It shows the horses and wagons and sturdy German teamsters ready for 
the morning’s delivery at the Pabst brewery, Milwaukee, in the good old days. Infor- 
mation published in this article and the photograph above were furnished by courtesy 
of the Val Blatz Brewing Co., Pabst Corp., Schlitz Brewing Co., Chas. A. Krause Milling 
Co. and the Froedtert Grain & Malting Co., all of Milwaukee. 


give beer a pale, clear color. They 
are made from white varieties by an 
intricate process in which the germs of 
the kernel containing the fat are ex- 
tracted. The remainder is broken into 
grit or ground to the fineness of sugar 
or flour, depending upon the require- 
ments of the user. Yellow corn is not 
suitable for beer because it has a tend- 
ency to cloud. 

The much-thumbed ledger of feed 
men should also feel the effects of good 
beer. Barley and corn can be readily 
accepted by the dealers as payment for 
past due accounts and converted quick- 
ly into cash. Maltsters report that 
they will gladly purchase all available 
supplies of barley suitable for their 
purposes. In taking the grain in on 
old accounts the dealer can also realize 
a selling commission which will amply 
repay him for interest and carrying 
charges on the old accounts. 


Malt Barley Scarce 


Only 10 per cent of all the barley 
raised in the United States is suitable 
for malting purposes. The country’s 
production this year was 315,000,000 
bushels, making 31,500,000 bushels 
usable for malting. It will be the deal- 
er’s duty to educate his customers and 
urge them to plant the proper varie- 
ties. State universities and maltsters 
will gladly furnish information on the 
proper type of grain desired. The 
dealer should stock his store with the 
right kind of seed for planting time and 
where there is a great deal of trading 
among farmers he should obtain samp- 
les of the grain and send them to the 
state agricultural college for analysis. 
He can show the reports to the farm- 
ers to help them determine whether 
they are planting the proper kind of 
seeds. 
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The output of brewers’ dried grains 
would be tremendously increased with 
the return of good beer. Approxi- 
mately 30 per cent of the 80,000,000 
bushels of grain which go to the beer 
making industry will come out as dried 
grains. In other words, there will be 
an annual supply of 24,000,000 bushels 
to be sold back to the farmer chiefly 
by dealers as feed. 


Lower Price Predicted 


In the opinion of Milwaukee’s lead- 
ing brewers the price would be con- 
siderably depressed unless an intensive 
educational campaign was undertaken 
to encourage farmers to use more of 
the product as feed, thereby making the 
demand more commensurate with the 
supply. Whether the brewers will un- 
dertake such a campaign is still unde- 
termined. If they do, the retail feed 
dealer will naturally take part in the 
promotional program because of his 
close contact with feeders. 

In addition to the increased income 
which it will bring to the farmer and 
the grain that it will wean away from 
the farms, giving an opportunity for 
additional sales in displacement, the 
dealer will benefit by the general confi- 
dence and employment which the re- 
turn of beer is expected to create. Work 
will be given to more than 500,000 per- 
sons in the brewing and allied indus- 
tries. They will receive approximately 
$548,000,000 in wages annually. In ad- 
dition to this money, millions will be 
spent by the breweries for bottles, bar- 
rels, hops, motor trucks and other sup- 
plies needed in the industry. 

Yes, the return of good beer will 
help the dealer, and the benefits he de- 
rives will be commensurate with the 
effort he puts forth to take advantage 
of the opportunities created. 
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Lem Jones Discovers New Method 
Of Cleaning Up Accounts 


Everybody Happy as Ledger Sighs Relief 


by a brisk north wind, spattered 

against the office window of the 

Hickory Grove feed store as Lem 
Jones pored over the pages of his led- 
ger and added long rows of figures 
with a pencil that was almost worn 
down to the eraser. 

Mickey, the office boy, pipe wrench 
in hand, was attempting to silence a 
stubborn steam radiator which per- 
sisted in convulsing with a monotonous 
metallic clink. The continual clanging 
and the sight of the ledger sheets ir- 
ritated Lem Jones to the bursting 
point. 

“Judging by these figures,’ he ex- 
ploded, “we own all the farms in Cush- 
ing county. If we don’t get some of 
these dead beats to pay their bills, 
Merry Christmas will mean just that 
much banana oil.” 

Mickey Sees Way Out 

He closed the ledger with a bang 
that made the ink well dance precari- 
ously on the edge of his desk and Spot, 
the warehouse cat, scurried to the rear 
of the building for cover. Mickey, 
with a smudge streaked across his face 
from the dust which had accumulated 
around the radiator, rose from his task 
and advanced cautiously toward his 
fuming boss. 

“Mr. Jones,” he ventured, “I heard 
Lem Potter who owes us $78.00 tell 
Joe back in the warehouse that he had 
a big supply of corn on hand which he 
won't feed up in ten years. Why don’t 
you take in the corn on his bill and 
sell it to get the cash?” 

“Did I ask you for any advice on how 
to run my business?” thundered Lem 
Jones, squelching Mickey who retreated 
hastily into the warehouse to join Spot. 

Silence, save for the clanking of the 
radiator, descended upon the office as 
the furious dealer paced the floor, The 
snow storm had developed into a bliz- 
zard and the wind howled ominously 
around the corners of the store. With 
a sudden burst the door opened and 
Dan Hilton, ad solicitor for the Hick- 
ory Grove Bugle, thrust himself inside 
colliding with Lem Jones. 


Wife Goes Bartering? 

“What do you want?” barked the 
dealer, as he regained his _ balance. 
“There won’t be a line of advertising 
this week. If I could make those con- 
founded farmers pay up their bills I 
might have some money to advertise.” 

“That’s just why I’m here,” respond- 
ed Hilton. “Bill Clark, the grocer, is 
running a half page this month an- 
nouncing that he will accept farm 
produce on account to clean up his 
books for the year. Why don’t you 
join in the plan and do the same 


WIRLING snow flakes, driven 
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By Emil J. Blacky 


thing?” 

“Come back tomorrow,” snapped 
Lem Jones, “I'll think it over.” 

That night the Hickory Grove feed 
store owner, still smarting from the 
thoughts of his enormous book ac- 
counts, picked his way homeward 
through the blizzard. As he slipped off 
his coat in his home he noticed a new 


EM JONES of Hickory 

Grove, like other practical 

feed dealers, encounters 
many problems which he is 
compelled to overcome. More 
interesting stories about him 
and his adventures will be 
published in future issues of 
The Feed Bag. Watch for 
them. 


parlor lamp beside the davenport which 
in spite of his irritable nature seemed 
to add a cozier touch to the interior. 

“Where did you get that?” he asked 
gruffly, turning to his wife. “Don’t 
you know business is pretty tough and 
we can’t go spending money for things 
we don’t absolutely need?” 

Mrs. Jones placed a comforting hand 
on his arm and smiled. 

“Why, Lem,” she said, “it didn’t cost 
a cent. Do you remember that old 
spare bed we had upstairs which we 
were always stumbling over. Well, I 
traded with Mrs. Perkins for this 
lamp. The bed was just what she 
needed and you always wanted the 
lamp, didn’t you?” 

“Great Scott! What’s this world 
coming to?” Lem blurted, but his wife 
noted a gleam of approval in his eyes 
as he seated himself at the dinner table 
and glanced at the lamp occasionally 
over his shoulders during the course 
of the meal. 


Lem Decides to Shoot 
Next morning the telephone in the 
office of the Hickory Grove Bugle 
jingled and before the echoes had died 
away Dan Hilton was speeding toward 
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the Hickory Grove feed store with a 
well sharpened pencil and a sheaf of 
copy paper. The presses on the fol- 
lowing day ground out the newspaper 
with a half page ad above the name of 
the Hickory Grove feed store. 

“Pay Up Your Bills With Grain,” it 
read and was followed by several para- 
graphs of cheery copy explaining how 
many bushels of wheat, corn, oats or 
barley it would require to wipe off each 
dollar owed to Lem Jones. 

The days that followed were busy 
times for the Hickory Grove feed store. 
Wheat, corn, oats, barley and potatoes 
accumulated in rapidly mounting piles 
in the warehouse and elevator. Cars 
were on siding ready to steam away 
to the market with the products to be 
converted into cash. Spot, the ware- 
house cat, enjoyed serene peace, for 
Mickel had no idle moments to torment 
her with his pea shooter. Even the 
old ledger on Lem Jones’ desk seemed 
to sigh with relief and the proprietor 
himself was extremely cordial. Christ- 
mas was in the air and what originally 
promised to be a lot of banana oil to 
Lem Jones looked like something to 
be merry about after all. 


All’s Well for Lem 


Several weeks later the sun streamed 
cheerfully through the office window 
as Lem Jones opened his mail. A 
large blue envelope lay open before 
him and beside it was a fat check from 
the grain commission merchant for the 
Hickory Grove feed store’s first ship- 
ment. Lem Jones smiled to think of 
the big hole it would gnaw into those 
troublesome book accounts. 

As the Hickory dealer whistled a 
merry tune, Mickey strolled briskly 
into the office. There was something 
unusual and sprucy about him and upon 
closer scrutiny, Lem Jones discovered 
that Mickey for the first time in two 
years was wearing a tie — and a bright 
red one at that. 

“Where'd you get the tie, Mickey?” 
he asked. 

“A kid around the corner owed me 
for some marbles that I loaned him last 
spring so I said I'd take the tie in pay- 
ment and we struck a bargain,” re- 
sponded the office boy. 

“Shucks,” muttered Lem Jones, his 
face wreathed in a pronounced grin. 
“I was going to get you one for Christ- 
mas.” 


GEORGE A. ARCHER, chairman of 
the board, Archer-Daniels-Midland Co., 
Minneapolis, died November 12 fol- 
lowing an illness of two months. He 
was 82 years old at the time of his 
death and was well-known as a pioneer 
of the feed industry. 
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NATURE 
MADE THEM... 


are 


OUR thumbs are different. No one else has 

thumbs exactly like them. Nature has by 
this variation made possible thumbprint identifi- 
cation. 

VARIATION is a rule with nature, whether it’s 
human beings, beasts, birds or fish. Take cod 
liver oil for instance. The vitamin content varies 
widely depending in part on the season and waters 
in which the cod fish are caught. And it’s the 
protective vitamins in cod liver oil—not the oil 
itself—that are so essential in poultry feeding. 

Science has removed this variable factor in 
the production of Nopco XX Cod Liver Oil—a 
concentrated standardized source of Vitamin D. 

In producing Nopco XX we begin where nature 
leaves off and we make a richer source of Vitamin 


SPECIAL OFFER: 


D than straight cod liver or fish oil, at the same 
time making the Vitamin D content uniform. 
Practical feeding tests on chickens definitely 
establish that Nopco XX also contains an abun- 
dance of Vitamin A. 

783 feed manufacturers use Nopco XX in their 
mashes because of its uniformly adequate vita- 
min protection, dependability and economy. 


NOPCO XxX is produced by extract- 
ing Vitamin D directlyfrom pure cod 


liver oil. This Vitamin D concen- 
trate is then added to other lots of biologically tested cod 
liver oil to provide a definite, standardized super-potency 
with an ample margin of safety. 

The same Vitamin D concentrate which Nopco XX 
contains is used in milk, bread and other human foods. 


Try it and convince yourself. On request 
we will gladly send you without obligation sufficient Nopco XX to protect one 
ton of egg mash, and complete information on Nopco XX Cod Liver Oil. 


NATIONAL OIL PRODUCTS CO., INC. 


BOSTON CHICAGO KANSAS CITY 


SAN FRANCISCO 


EXECUTIVE OFFICE: 38 ESSEX STREET, HARRISON, N. J. 


THE FEED BAG—DECEMBER, 1932 


Page Eleven 


SSS 

ESSN 

EWN SS. 

YF EES. 
a 


NO APPLAUSE 
Mike: “Did you ever speak before 
a large audience, Pat?” 


Pat: “Oi did once.” 
Mike: “‘What did ye say?” 
Pat: “Not guilty.” 

* * 


EQUAL RIGHTS 

Customer: “I heard my father has 
owed you for a feed bill for five years.” 

Dealer: “Yes, sir. Have you called 
to settle the account?” 

Customer: “No, i’d like to get some 
feed myself on the same terms.” 

* * * 

The farm board admits a loss cf 
$25,000,000 in its cotton trading but to 
a government bureau a loss of $25,- 
000,000 is practically a profit. 


Carefully Sifted for Feed Dealer Consumption 


TO MOTHER-IN-LAW 
You wish me Merry Christmas, 
Your dates must be reversed, 
For judging by the gift you sent, 
It must be April 1. 

* * * 


TIME WILL TELL 


She: “Will you love me after we’re 
married?” 
He: “Mate and sce.” 


Airplane View of the Cedar Rapids, Iowa, Mill 


Profitable Feeds 
Profit Dealers 


Whether your customers feed cattle, dairy herds, hogs or poultry, they 
demand feeds that bring the longest profit for every dollar they cost. 


There is a Quaker feed for each requirement. 


Each feed is the best 


that knowledge and experience has developed. Thousands of feeders 


have attested to their merit. 
firm this popular approval. 


Exacting tests by high authorities con- 
It is the experience of dealers that once a 


feeder tries Quaker feeds he becomes an enthusiastic and permanent 
user. These are the customers you want, Mr. Feed Dealer. The profits 


Quaker feeds earn for customers pay you a profit. 


If you want to 


know more about the advantages Quaker feeds offer you, Mr. Dealer, 
drop usacard. Do it NOW, before you forget. 


THE QUAKER OATS COMPANY, CHICAGO, U.S.A. 


BUY QUAKER FEEDS 


IN STRIPED 
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GOOD SYSTEM 


Salesman: “That’s a good mail sys- 
tem you have here for collections. 
Where did you run across it?” 

Dealer: “I gathered all the letters 
that my son sent me from college and 
applied them to my business.” 

* * * 


CORNHAY WEAKLY NEWS 


A troupe of chorus girls put up for 
a dinner at the Cornhay Hotel Thanks- 
giving day, it being one of the few 
times they enjoyed dressing. 

Tad Butter had a score to pick with 
one of the Simpkins twins and gave 
both of ’em a black eye to be sure of 
getting the right one. 

Thieves broke into the home of Jed- 
son Jenks, local banker, while he and 
his wife were at the charity ball and 
escaped with $48.00 which they found 
sewed in a mattress. 

There appears to be a campaign of 
truth telling in Cornhay this year, most 
of the folks confessing to their kids 
that there ain’t no Santa Claus. 

* * * 


ACHIEVEMENT 


Teacher: “Did your father help you 
with this problem?” 
Dealer’s Son: “No, I got it wrong 
myself.” 
* * * 
FAVORITE FLAVOR 
Warden: “Well, young man, they’re 


about to give you the juice. Have you 
any last request?” 
Criminal: “Yeah, make it orange 
juice.” 
* ok * 


NO NEED TO WORRY 

Dealer’s Son: “Say, dad, who in- 
vented work anyway?” 

Dealer: “You should worry; you'll 
never infringe on his patent.” 

* * * 
MISINFORMED 

Guide: “This is the Grand Canyon. 
It took millions of years for this great 
abyss to be carved out.” 

Tourist: “Is that so? Why I didn’t 
even know it was a government job.” 


TELL HER, BIG BOY 


Cop: “Madam, how long do you ex- 
pect to be out for a drive?” 

Madam: “What do you mean by 
that question?” 

Cop: “Well, there are a couple of 
thousand other motorists who would 
like to use this street after you get 
through with it.” 

* 
GOOD REASON 

Teacher: “Why do they put a hyphen 
on bird-cage?” 

Dealer’s Son: 
on.” 


“For the bird to sit 
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Poultrymen of West Coast Operate 


On Cooperative Plan 
Feed Dealers Enjoy Profitable Business 


months ago.” This was the 

most startling statement heard 

on a seven weeks’ visit just 
prior to Thanksgiving with the princi- 
pal figures in the feed industry on the 
West Coast. This general impression 
given almost everywhere from San 
Diego to Seattle also carried the almost 
certain hope that good times in the 
feed business would return within the 
next six months. 


The optimism of this group of busi- 
ness men was a great relief to a person 
accustomed to the “accepted” condi- 
tions in the Middle West. - Naturally 
the explanation of the difference was a 
matter of great interest. The ques- 
tion arose as to why these people in 
California and the Pacific Northwest 
should have escaped the licking which 
we received here in the Middle West 
prior to six months ago. 


Poultrymen Pull Together 


A great part of the answer to this 
question is that the boys on the West 
Coast have learned the meaning and 
value of “team work.” More through 
being far from their principal markets 
for eggs and poultry than from a real 
difference in the people themselves, the 
West Coast poultryman has learned to 
work with his neighbor in the matter 
of feeding, breeding and marketing. 

Less difficulty has been experienced 
in building cooperative effort both in 
the so-called “co-ops” as well as with 
the independent organizations because 
the poultry and live stock industries 
are in concentrated areas. In the Mid- 
dle West these activities are widely 
scattered. The Petaluma district, lo- 
cated about 50 miles north of San Fran- 
cisco, is the most striking example of 
this concentration. Here within a radius 
of 20 miles there are over 8,000,000 leg- 
horn hens. How would you like to 
have 10 or 15 per cent of this busi- 
ness? About ten feed dealers serve 
most of this community. 


Smaller points of concentration of 
the poultry industry are located at 
Sacramento, Fresno, Bakersfield, Los 
Angeles, and Fontana, Calif. But in 
between these points there are no signs 
of poultry. It is quite obvious why 
the poultrymen on the West Coast 
have had less of a problem in getting 
together than elsewhere. Being thus 
fortunately situated their unified activ- 
ities in breeding, feeding, buying and 
selling have been more successful than 
could be expected in the parts of the 
country where the poultry population 
is widely scattered. 

Until six months ago it seems that 
there was little tendency to curtail 
feeding because, while margins of 


aa be depression hit us only six 


profit were decreasing, there was still 
a profit in producing eggs. But just as 
soon as the feed cost was equal to or 
greater than the returns from the eggs 
there was a program of severe culling 
and the poultry population was reduced 
about 20 per cent. This took about six 
months and was in progress during the 


M. F. Brobst 


Mr. Brobst, formerly of The Feed Bag editor- 
ial staff, in this exclusive article gives his 
impressions of the feed business on the West 
Coast. He is now associated with the Health 
Products Corp., Newark, N. J., for whom he 
made the business trip during which he gath- 
ered the information presented herewith. 


past summer when eggs were selling at 
such a low price. 


Now, when the supply of eggs is low 
enough to encourage higher prices, the 
eggs which these poultrymen put into 
storage at low prices through their co- 
operative marketing facilities are being 
sold at a good profit. One thing has 
happened during this evolution. The 
poultrymen have gone to using cheaper 
rations and it is safe to venture the 
guess that it will result in a loss for 
them later on. 

The real lesson learned is that with 
“team work” it is possible in the feed- 
ing industry to be the last to feel hard 
times and the first to recover. West 
Coast poultrymen and feed dealers are 
making money right now. Dealers are 
beginning to see where their margins 
can be increased and quality improved 
as the poultryman gets a greater profit. 
There is good reason to believe that 
there will be a distinct tendency to re- 
place the birds sold during the most 
drastic slump in egg prices. This also 
looks good for the feed business there 
and also, in the writer’s opinion, this 
same condition is a bright factor in 
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the outlook for the entire feed indus- 
try of the country. 

According to reports received from 
people who are close to the situation, 
the large cooperative mills are doing 
the largest individual business on the 
West Coast. But it is very apparent 
that these cooperatives are good com- 
petition and the independent dealers 
and manufacturers surprisingly 
generous in praise of their “farmer 
owned” competitors. To reduce to 
figures as an example it was learned 
that one broker has sold one feed man- 
ufacturer 175,000 tons of feed ingredi- 
ents during the past year. That is a 
pretty sizable tonnage in itself and is 
all the more impressive in that this 
broker deals almost exclusively in high 
protein concentrates. 

All eggs marketed from the West 
Coast in Eastern markets are sold un- 
der the brand name of “P E P”, which 
means Pacific Egg Producers associa- 
tion. While the big cooperative plants 
where the eggs are oiled, stored, sand- 
blasted, or candled and sold as fresh 
eggs, have no actual relationship to 
one another in so far as individual 
management is concerned, they all go 
together in their selling arrangement. 
They have learned the lesson that 
“team work” pays and the managers 
of these plants put the success of the 
industry ahead of any personal desire 
to be the boss and the last word in 
everything they touch. 

Feed Mixers Plentiful 

Practically every feed dealer on the 
West Coast has a mixer. It was reli- 
ably reported, however, that there are 
few mixers being added to the present 
number. One thing is outstanding. 
Even though a feed dealer has a mixer 
he also handles a commercial line of 
feeds. These dealers were surprised at 
the news that here in the Middle West 
as soon as a dealer put in a mixer he 
regards himself as being a manufac- 
turer and, in most cases, regards it as 
being treason to his own best inter- 
ests to carry a commercial line of 
mixed feeds in addition to his own mix- 
tures, 

Nothing applies on the West Coast 
as it does here. They have no severe 
winters. They have little yellow corn. 
Ten per cent is about all the yellow or 
white corn ever used in a poultry mash. 
Infectious bronchitis is the greatest 
poultry problem of the West Coast. 
Hot days and cool or cold nights with 
little shelter introduce a hazard in the 
poultry business. 

Many different ingredients are used, 
but as a rule the same protein, fat and 
fiber is contained in the poultry rations. 
Ingredients like sesame meal are al- 

(Continued on Page Twenty-nine) 
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Stourers 
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Attrition Mills 


Everything in Milling 
Machinery When You Need It 


When it’s cleaners, grinders, mixers, reels, sifters, 
elevators, conveyors or any other milling machinery 
or supplies needed in a hurry for your o 
Waldron is your logical source. 


nt Sprout- 


First, because you can rely upon quick shipment 
due to our large stock of parts and complete facilities 
for quick assembly of any machine. 


Second, because Sprout-Waldron equipment has 
proved over a period of more than sixty years that it 
is a quality built line that delivers dependable service 
at lowest cost. 


Third, a complete engineering and planning de- 
partment is available to assist you in securing a cor- 
rectly designed and programmed plant that will oper- 
ate with a maximum efficiency and profit. 


Fourth, experienced Sprout-Waldron sales engi- 
neers are conveniently located throughout the entire 
country and will go out of the way to help you meet 
any equipment need most economically. 


Whether in need of a complete plant, a single 
machine or supplies of any kind for your mill, ele- 
vator or feed plant, write, wire or phone SPROUT- 
WALDRON, America’s Leading Mill Furnishers. 


Sprout, Waldron & Co., Inc. 


1202 Sherman Street MUNCY, PA. 
THE MONARCH LINE 
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Dust Collectors Rice Mill Machinery 
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Vertical Mixers 


Vibrating Screens 


Sheet Metal Fabrication 
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Spiral Conveyors 


Magnetic Separators 
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COMMENT 


DIRECT TRUCK Truckers who haul grain from outside elevators or feeds 
COMPETITION from principal livestock shipping centers and sell it direct 

to the farm trade are creating a new and increasingly 
troublesome source of competition for retail feed dealers. Losses of profit margins 
in many sections of the country have been immense. One dealer in Southern Wis- 
consin reports that his gross profits for the past year have been reduced $10,000 by 
the invasion of truckers who cart grain from Illinois elevators and sell it below his 
price directly to his farm customers. Similar losses are reported by feed dealers 
who happen to be located on routes leading back from the principal livestock cities. 


With the multitude of truck operators who have been thrown out of work 
because of depressed business conditions the number hauling grain and feeds and 
selling direct to the farmers may be expected to increase. Feed dealers who are 
affected by this new menace are searching desperately for an effective means of 
combating the situation. 


A plan which has some merit has been advocated. It calls for the cooperation 
of dealers in the territory affected by this competition in signing a pledge that 
they will not buy shipments of grain or feed from truck owners who solicit the 
dealers’ business but at the same time sell direct to the farmer whenever they have 
an opportunity. The retail feed trade should by no means permit itself to be a 
dumping grounds and salvage market for the trucker who goes to the dealer as a 
last resort when he cannot dispose of his load and get his prices direct from the 
farmer. The cutting off of the dealer market would create a bigger risk for the 
traveling grain and feed peddlers and would discourage many of them from en- 
gaging in the practice. 


Another plan which has been advocated calls for the cooperation of dealers in 
obtaining better freight rates which would enable them to compete on more even 
ground with the truck shipper. The railroads do not want to lose the business which 
formerly went through the regular channels any more than the feed man himself. 


They should be open to reason providing that a sufficient number of dealers get 
together and present their case. 


Still another method of competing with direct truck selling would be to sponsor 
bills in the various state legislatures or on a national scale if possible calling for the 
regulation of trucks on a basis similar to that under which the railroads are now 
governed. In other words, the public service commissions of the various states or 
the interstate commerce commission would be given authority to establish fixed 
rates on truck shipments. This plan would serve to eliminate the general chaos 
which now exists and stabilize prices charged by the private truck owners for hauling 
grain and feed and other commodities. There appears to be a general movement 
in this direction and wherever possible support should be given by the feed industry. 


In addition to combating the truck situation by declining to buy from those 
who sell in direct competition with him, the feed dealer should strive to improve 
his service and contact with his farm customers so that the trade will hesitate to 
leap at any cut-rate proposition on feeds and grain which is offered to them by the 


peddler who comes to their door. A delivery system over established routes in the | 


dealer’s trade territory would serve as an effective means of improving this service 
and contact. 


It is useless to become panicky about the trucking situation. Close coopera- 
tion among dealers and other members of the feed industry on a unified program 
is the most effective means of winning back the volume that is now going to this 
ever increasing type of competition. 


EMIL J. BLACKY 
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hristmas 


We join in sending the Season’s Greetings 
to our Friends in the trade 


Cannon Valley Milling Co. 


Vanity Fair Flour 


Capital Flour Mills, Inc. 
Quality Flour and Millfeeds 


Cereal Grading Co. 


Grain Merchants 


Concrete Elevator Co. 
Shippers, Grain and Feed 


Excelsior Milling Co. 
Specialty Millfeeds 


— Manufacturers Supply Co. 


All Kinds of Feed Products 


Walter Haertel Products Co. 
Millfeeds and Oilmeal 


Hiawatha Grain Co. 


Screenings and Feed Grains 


l. S. Joseph Co. 
Millfeed Merchants 


Leary Grain Co. 


Grain Merchants 


Linseed By-Products Co. 
Carlots Linseed Meal 


Midland Hay & Feed Co. 
Hay and Feed Merchants 


Mullin & Dillon Co. 


Member, Minneapolis Chamber 


Northrup, King & Co. 


Feed Manufacturers 


Reliance Feed Co. 
Millfeed Jobbers 


Stuhr-Seidl Co. 


Anything in the Feed Line 


MINNEAPOLIS 


THE PRIMARY MARKET FOR FEED AND GRAIN 
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Dealer’s Appeal 
To Farmers 
Wins Them Away 


From Portables 


66 YW HAVE put my cards on the table, 

| folks, and if you cannot see the 

situation in the same light that I 

do, there will be no hard feel- 

ings but also no feed grinder in Bran- 
don next summer.” 

In these straight from the shoulder 
words, John O. Renkes, Brandon Feed 
Store & Hatchery, Brandon, Minn., 
told his customers that upon them de- 
pended the show down between his 
established mill and the portables which 
were over-running his territory. His 
message was embodied in a two page 
letter in which he appealed to the com- 
munity spirit of the farmers and 
pointed out reasons why he had a right 
to expect them to patronize him. 

As an inducement to the trade he 
announced a new price schedule for 
grinding of 7 cents per bag on all loads 
of 10 sacks or more; 8 cents per sack 
on all lots of four to nine sacks, and 
10 cents straight on smaller batches. 
He also offered to loan a four wheel 
trailer to his customers at any time 
for hauling grain to his mill. 

“Now that everything produced on 
the farm has hit a very low price, we 
are willing to work for less while the 
depression is on,” the letter read, “and 
all we ask is a little cooperation from 
our customers. 

“During November, December, Jan- 
uary and February we will grind feed 
for 7 cents each on all loads of ten 
sacks or more; from four to nine sacks, 
8 cents each; from one to four sacks 
10 cents each, and 10 cents a sack for 
all grains ground for poultry mashes. 

Points Out Tax Danger 

“We are at our location every work- 
ing day of the year and we paid 
$180.00 in taxes the past year towards 
the support of the community. We 
always stand ready to help, both finan- 
cially and physically, for any worthy 
cause for the betterment of the com- 
munity and all we ask in return is that 
you give us your grinding patronage 
in place of patronizing five months in 
a year someone with a remodeled car 
and a burr mill attached. 

“The depression is on. There is 
very little business and right now we 
need grinding if we ever did. If we 
don’t get your grinding patronage, our 
machinery and buildings become prac- 
tically worthless and the upkeep of the 
community in the tax line as well as 
in other lines will have to fall heavier 
on someone else. 


“Maybe it is well to remind you that 


all of you farmers who have shares in 
the cooperative creamery are in busi- 
ness in Brandon. Your creamery paid 
in the neighborhood of $800 in taxes 
the past year. The cooperative cream- 
ery at the present time is worth more 
than all of the frame business struc- 
tures put together. In the past all of 
these frame buildings have housed en- 
terprises doing business on a self-sup- 
porting basis. But as soon as shelves 
become empty and machinery stops 
running, property becomes worthless 
and tax paying ceases. In short, the 
bulk of the taxes will be levied on the 
creameries and the unbusted banks. 
Makes Final Plea 

“We do not aim to be unreasonable 
but we do feel that a feed store and a 
mill are necessities in the community 
and to keep them here we need your 
patronage. We are not ashamed to ask 
you for your grinding business along 
with your feed and seed business. We 
assure you more satisfaction than you 
get if you hand your grinding business 
to the first portable mill operator who 
will be here today and no one knows 
where tomorrow. 

“Now, if there are any who feel that 
I am unreasonable in my plea for this 
grinding business, I wish they would 
be kind enough to tell me. It doesn’t 
take long to turn the key and go out 
and raise a little pork and chickens, 
milk a few cows, cut wood to keep 
warm and last of all catch a few fish 
once in a while. 

“T have put my cards on the table, 
folks, and if you cannot see it in the 
same light that I do, there will be no 
hard feelings but also no feed grinder 
in Brandon next summer. 

“To those of you who have patronized 
me year in and year out, I take this 
opportunity to thank you from the bot- 
tom of my heart and to assure you 
that we need each other as Wwe never 
did before.” 

“Within 24 hours after these letters 
were in the mails,” said Mr, Renkes, 
“farmers came driving to my place of 
business and said that they had never 
looked at the situation in that light be- 
fore and asked me why I did not send 
the letters out sooner. Many of them 
told me that they had planned to let 
the portables do their grinding, but 
after receiving my letter had changed 
their minds. 

“T also sent the circulars to business 
men in our town and there never was 
a piece of paper put into the mails that 
brought as many compliments and re- 
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John O. Renkes enjoying a brief respite 
from business at one of his favorite out- 
door haunts. 


sults. Everybody talked about it and 
one of the merchants who accidentally 
lost his copy came right over to my 
office for a second letter. The business 
men, as a result of the letter, have 
asked me to organize a Trade at Home 
club.” 

Mr. Renkes started business 12 years 
ago at the age of 22 years, buying out 
a mill which had been closed for some 
time. He handles feeds, seeds, and 
other products and in addition operates 
a hatchery and buys poultry and raw 
furs. He is a great hunting and fishing 
enthusiast and spends much of his 
spare time on the lakes surrounding 
Brandon, 

“I am glad to be a feed dealer,” he 
reports, “and to live out here in the 
country where there is plenty of fresh 
air and fishing and hunting. I had fish 
for dinner today and venison yester- 
day.” 

Helps Organize Creamery 

Four years ago Mr. Renkes was one 
of the chief contributors toward the 
construction of the cooperative cream- 
ery which he mentions in his letter. He 
was instrumental in having the build- 
ing located across the street from his 
feed store, and enjoys a large volume 
of trade among the farmers who make 
daily trips to the creamery with their 
milk. His establishment, including 
warchouse, store and grinding room is 
120 feet long and 30 feet wide. 


C. S. McLEAN, oldest salesman of 
the Wabasha Roller Mill Co., Wabasha, 
Minn., was killed by an automobile on 
the streets of Milwaukee November 28 
while returning from a trip to Racine. 
Mr. McLean was 80 years old last June 
and had completed 42 years of consecu- 
tive service for the Wabasha mills. 


FRANK BIRCHMEIER has leased 
the Chesaning Farmers Elevator Co. 
plant, Chesaning, Mich., and will start 
operations at once. 
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HERE’S WHY 


—excellent color; smooth, even 
grind. 

—all the goodness of the Alfalfa 
plant. 


—Finest shipping service. 
—Pleasant business relationship. 


AND 


——Every reason for being 


Alfalfa Meal of Quality 


— it's made from finest quality Al- 
falfa—with plenty of New Mex- 
ico sunshine, mountain and artesian 
water, deep rich soil,—every cli- 
matic condition ideal for Proper 
Curing. 


PECOS VALLEY ALFALFA 
MILL CO. 
HAGERMAN, N. MEX. 


Largest Independent Manufacturers 
of Alfalfa Meal. Mills in four 
Western States. 
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his Month In Your Feed Store 


e Live Tips To Help You Get More Business 


Corn Cob Pipes 


A short time ago we began handing 
out corn cob pipes to our men cus- 
tomers. Soon we had men coming in 
to make a purchase whom we had not 
seen before, and after placing their 
order they would ask for one of the 
pipes. This economical form of adver- 
tising has brought us many new cus- 


tomers.—Boulay Bros. Co., Fond du 
Lac, Wis. 
Good Will Tokens 

Whenever I learn that one of my 


own or my competitor’s customers is 
ill, I buy an attractive, inexpensive 
greeting card and send it to him. In 
case of death I send a bouquet with 
an appropriate note of sympathy. If 
a baby is born I try to be the first to 
send a pair of booties or something 
small but noticeable. I also send out 
greeting cards on the more important 
holidays. This plan really costs very 
little and makes the whole family from 
sonny up feel that I am really inter- 
ested in them. When they come to 
town I have something to talk about 
and it is a poor salesman who cannot 
eventually swing the conversation to 
his line of goods. When you show in- 
terest in your patrons, they will take 
an interest in you—L. J. Smith Feed 
& Produce, Blue Springs, Neb. 


Information File 


Feeders often ask questions and a 
sale may depend upon the information 
that is given in reply. A dealer has 
adopted a plan which keeps him posted 
on feeding problems and enables him 
to get the desired information quickly. 
He has set aside a special file into 
which he places clippings and pam- 
phlets on material which he gathers 
from agricultural colleges, trade pa- 
pers, the farm press and other sources. 
Separate folders are kept for dairy 
cows, hens, pullets, baby chicks, sheep, 
hogs, calves, farm crops, ete. Whena 
feeder asks a question and the dealer 
does not know the answer off-hand, he 
can step to the file, and presto! he has 
the answer. Such a system saves 
time, builds sales and impresses the 
customer with the fact that the dealer 
is wide-awake and willing to help him 
solve his problems. 


Children’s Savings 


A department store in a middle west- 
ern town builds additional sales and 
obtains a vast amount of good will by 
operating a thrift plan for customers’ 


children. 
purchase 


When a patron makes a cash 
he is handed a certificate 
which is known as “percentage script” 
for 2 per cent of the amount. The 
script is accepted by the local bank as 
a deposit in the child’s name and draws 
compound interest. According to the 
plan, the money cannot be withdrawn 
until the child’s 15th birthday. Feed 
dealers can use this idea with success 
since most farmers have savings ac- 
counts for their children. It will also 
be an inducement for the customer to 
pay cash instead of asking the dealer 
to carry him on his books. 


Call Their Bluff 


“T would pay you today but I for- 
got my check book,” is an alibi often 
heard by the feed dealer. Several feed 
men have broken down this excuse by 
getting blank checks from all the banks 
in the county and keeping them in a 
conspicuous place on the desks or coun- 
ters. When a patron begins to make 
excuses they ask him where he banks 
and hand him one of the checks. The 
customer either fills it out or admits 
that he is bluffing. 


Welcome, Stranger 


One dealer in an eastern town makes 
it a point to extend a personal wel- 
come to all new families which move 
into his territory. He is usually the 
first person to visit the hand 
the newcomer his card and tell him 
that he will be glad to have him visit 
his feed store at his earliest conveni- 
ence. The prospective customer is 
pleased with the personal interest 
shown him and usually becomes a regu- 
lar patron, 


home, 


Bully Idea 


A merchandising idea that took the 
trade territory by storm has been 
adopted by a New York milling firm. 
The company purchased a pure bred 
bull and offered the services of the 
animal free to customers who desired 
to build up their herds. Farmers who 
were not patrons of the store were 
charged a fee of $5.00. The plan not 
only brought new customers to the 
mill but also helped to improve the 
dairy herds of the community and con- 
sequently increased the purchasing 
power of the owners. Newspapers gave 
widespread publicity to the plan, thus 
giving the firm many columns of val- 
uable publicity. 
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Two Win Prizes 


WO dealers rang the bell this 
month and earned $3.00 each 
for submitting acceptable 

merchandising ideas which are 
published on this page. They 
are Carlton Boulay, Boulay Bros. 
Co., Fond du Lac, Wis., and L. J 
Smith, Blue Springs, Neb. 

You, too, can earn $3.00 in 
cash. Just write The Feed Bag 
explaining a plan that you have 
used which helped you to in- 
crease your sales. If it appears 
on this page we will send you a 
check for $3.00. 


Get His Signature 


When a man takes out an order of 
feed many dealers follow the practice 
of asking him to sign the sales slip. 
This plan protects them in case of the 
death of the purchaser which makes it 
necessary to collect from other mem- 
bers of the family or through probate. 
Signatures also furnish proof that a 
purchase has been made in the event 
that the customer has forgotten about 
it or disputes the amount. They are 
also valuable if it is necessary to re- 
sort to court action in collecting the 
account. 


Sales Meetings 


An eastern dealer takes his sales 
people to dinner one evening a week 
at a local hotel and talks over sales 
problems with them. He picks out one 
item of merchandise which the firm 
handles and gives them thorough in- 
structions about it and explains how, 
in his opinion, it can be sold most 
effectively. Regular meetings of this 
nature, the dealer finds, engender con- 
fidence and loyalty in the employees 
and help them to develop their sales 
ability which reflects in additional 
profits for the feed store. 


4-H Clubs 


Children have a great influence on 
their parents’ buying habits and it will 
therefore pay the feed dealer to cater 
to the farm youngsters as much as 
possible. One Wisconsin feed store 
operator awards each year a pure bred 
calf to the boy making the best rec- 
ord in 4-H club work and a gas range 
to the outstanding girl. Winners are 
selected by the county agent or per- 
sons in direct charge of the club work. 
Open house is held at the feed store 
on the day the awards are made and 
several good speakers are engaged to 
discuss subjects of interest to farm 
boys and girls. Parents usually ac- 
company their children and become 
acquainted with the store. An abund- 
ance of publicity is usually given by 
the local newspapers. The cost of the 
calf and the gas range is repaid many 
times over in additional business. 
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W. M. Bell Co. Fraser-Smith Co., Ltd. 


Grain Commission Merchants Grain Commission Merchants 
Blatz Brewing Co. Froedtert Grain & Malting Co. 
Brewers Dried Grains Grain & Feed Merchants 
Roy |. Campbell P. C. Kamm Co. 
Commission Merchant Grain Shippers 
fh Cargill Grain Co. LaBudde Feed & Grain Co. 
: Grain Shippers Feed & Grain Merchants 
: Donahue-Stratton Co. Mohr-Holstein Commission Co. 
Grain & Feed Merchants Shippers and Receivers 
Franke Grain Co. The Riebs Co. 
Feed & Grain Merchants Grain & Feed Merchants 


G. W. Winston Co. 


Grain Futures 


MILWAUKEE GRAIN AND STOCK EXCHANGE 
The Market of Personal Service Established 1858 
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Cash Basis System Is Salvation 
Ot Feed Business, Says Cobb 


Michigan Dealer Wins Success With Plan 


ESPITE repeated warnings that 
D he should not change horses in 

the middle of a stream, S. S. 

Cobb, secretary and treasurer of 
the H. Starks Co., Perry, Mich., went 
on a cash basis two years ago. Al- 
though there were times when he was 
tempted to revert to his old credit 
policy he stuck to his guns and is now 
thankful for his persistence. 

The company lost a few customers 
but is continuing to do business with 
the worthwhile accounts and getting 
cash! The time formerly devoted to 
collecting unpaid bills is now utilized 
for developing new business and every- 
body concerned is happy. 

“When you operate on a cash basis 
you know where vou are at,” said Mr. 
Cobb. “We stopped worrying about our 
accounts and could devote our time to 
getting new business. Our cash basis 
policy was installed during the depres- 
sion and we have had no trouble in 
maintaining it. We lose some business, 
but in the long run it is usually the 
kind of business we don’t want any- 
way. In our estimation the cash basis 
is the salvation of the feed business. 
It insures profits.” 


Study Their Customers 


The H. Starks Co. is confined to a 
rather small trading area but that 
doesn’t mean the firm does a small vol- 
ume of business. The opposite is true. 

How is this done? Simply by talk- 
ing with farmer patrons and learning 
in what phases of farming they are 
most interested. In this particular sec- 
tion of Michigan the farmer may stake 
a lot on his bean and grain crop, he 
may have a large herd of dairy cattle. 
or may raise fruit on a large scale. Mr. 
Cobb and H. Starks, president of the 
company, through their method of ques- 
tioning, have a pretty good line on each 
farmer’s interest and can use sugges- 
tive sales talk intelligently on these 
various facts. 


A farmer, Mr. Cobb says, likes to 
talk about his farm problems. He 
doesn’t like to talk to his neighbor 
about this, because the neighbor is us- 
ually a rival in the market. His wife, 
too, is ordinarily busy with the children 
and with farm work, and many times 
has not the man’s slant on the market. 
Therefore, the only man in whom the 
farmer can confide is his local feed 
dealer. Once this feeling of confidence 
is established the farmer will usually 
buy most of his feed, fertilizer, sprav- 
ing equipment, seeds, etc., from the 
feed dealer, believes Mr. Cobb. 

If a certain farmer is experimenting 
with some kind of a crop, Mr. Cobb 
and he discuss it when the man comes 
to the Starks Co. office. The farmer 
is pleased to learn that Mr. Cobb re- 
membered that experimental crop and 
that he is interested in it. He warms 
up and the chances are that he will give 
Mr. Cobb as much business as he can 


By A. P. Nelson 


for he has found a dealer who sym- 
pathizes with his problems. 

“The farmer who has a rich plot of 
ground and who cultivates it thorough- 


Se 


S.. Cobb 


ly will usually get a bumper crop, all 
conditions being right,” contended Mr. 
Cobb. “whereas the man who cultivates 
his soil carelessly will not get such a 
good crop. The same is true of a feed 
dealer. If he cultivates every customer 
to the best of his ability, that customer 
will spend more money with him, rather 
than go somewhere else. That is the 
theory we have been working on an 
we are well pleased with the way it 
has worked out.” 

Mr. Cobb says that his town is lo- 
cated right in the heart of the Michi- 
gan grain district. Therefore he has 
made it a point to become well posted 
on alk grain news so that he can inform 
farmers on grain conditions. The help 
he is able to give them because of h‘s 
grain knowledge is appreciated by his 
customers and it has also resulted in 
more business for the firm. 

“This used to be a good dairy re- 
gion,” declared Mr. Cobb, “although the 
last few years farmers have been slight- 
ly discouraged because of low prices. 
However, we have been urging them to 
maintain their herds, to feed them well 
in the hopes of being able to supply 
the market at a bigger profit when 


THE FEED PAG—DECEMBER, 1932 


prices rise. We constantly preach cor- 
rect feeding to our customers and ad- 
vocate their using feeds which are rea- 
sonable in price and which will give 
proper feeding values.” 

Despite the low prices which have 
prevailed on eggs during the past year, 
farmers can be encouraged to increase 
their poultry flocks, Mr. Cobb declared. 
Even at low prices, farmers can still 
make money selling eggs if they feed 
intelligently. Many times a slight word 
of encouragement will help a farmer to 
figure it out for himself, and he will 
become an eager poultry feed customer 
instead of a disgruntled, pessimisiic 
non-buyer. It’s up to the feed dealer 
to keep up the farmer’s courage. 

“Yes, the 1933 feed dealer has a real 
role to play in helping his customers 
as much as possible, and if he does the 


job right, he can make money,” says 
Mr. Cobb. 


F. J. BRADFORD, vice-president 
and general manager, Vitality Mills, 
Chicago, was a visitor at the offices 
of The Feed Bag, December 7. 


CHILDERS & SPIRES, Herrin, Ill, 
have opened a new feed store and gro- 
cery at Carterville, Il. 


WILLIAM O. GREENE, president 
and general manager, Akron-Urbana 
Mills, Inc, Urbana, Ohio, died Novem- 
ber 24 at a hospital from an infection 
which resulted when he fell from a lad- 
der at his feed mill and suffered a com- 
pound fracture of the ankle. Mr. Greene 
was 44 years old and was active in the 
Masonic order and other fraternal or- 
ganizations. He organized the Cereal 
3y-Products Co., Chicago, in 1917, in 
which he was interested until 1925 when 
he withdrew and organized the Ur- 
bana Mills, Urbana, which he recently 
incorporated under the name of the Ur- 
bana Mills, Inc. 


MICHIGAN 


A. W. Miller, Richmond Feed & 
Grain Co., Richmond, was among those 
who treked the northwoods during the 
deer season for his share of venison. 
He was accompanied by his nephew of 
Detroit. 

L. F. Boyle and J. W. Smith have 
opened a new feed and seed store at 
25 Capital Avenue, Battle Creek. 

Zeeland Farm Bureau, Zeeland, has 
erected a new one story tile warehouse 
at the rear of its feed mill and will 
dismantle one of the present frame 
structures. 

H. J. Meyer, Allendale, has pur- 
chased the Grandville Elevator Co., 
Grandville, from H. M. Jenison and D. 
M. Jenison. 

Lloyd E, Smith & Co., Plainville, has 
been incorporated by E. J. Chart to 
deal in feed, grain, seeds and flour. 
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ILLINOIS 

Carl F. Bley has sold his interest in 
the Bley & Warner flour, feed and 
seed business, Sterling, to R. M. War- 
ner who will continue to operate the 
concern with his son, Robert. 

Barnstable Brother’s feed store, Tay- 
lorville, was destroyed by fire, Novem- 
ber 14. 

Val. E. Schmidt, manager, Progres- 
sive Grain & Feed Co. elevator, Peters 
Station, was held up by bandits and 
robbed of $35,000 while enroute to his 
home. 

Shurtleff Co. feed mill, Union, was 
destroyed by fire, November 2, with a 
loss of $25,000. 

Ward feed store, Princeville, is re- 
ported to have discontinued business. 

C. R. Lewis, C. R. Lewis & Co, 
Jacksonville, owner of 20 elevators, died 
recently in a local hospital following 
an operation. 


New England Dealers Meet 
At Boston, December 14 


HE fifth annual meeting of the 
New England Retail Grain Deal- 
ers association will be held at 
the Hotel Statler, Boston, Mass., 
Wednesday, December 14. 

Officers and directors of the asso- 
ciation have made extensive plans for 
this meeting which they designate as 
the ‘come back” session of the organi- 
zation. In other words, leaders among 
the trade in New England feel that a 
strong “come back” movement is ready 
to set in or has already done so and 
this convention is designed to augment 


Vitality Feeds 


A Complete 
Line of 


FINEST QUALITY 
FEEDS 


* Made Right .« Priced Right .° 


If not sold in your town write for 
our agency proposition. 


6 
fitatity Mills 
BOARD OF TRADE BLDG. 

CHICAGO 
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and speed up the movement. 

The business session will be. brief 
and is the only part of the meeting to 
which members only will be admitted. 
This will be held at 10:30 a. m. and 
at this time election of officers and 
other routine business will be trans- 
acted. Certain questions of future pol- 
icy in regard to eligibility for member- 
ship, the attitude of the association 
toward chain stores, manufacturers and 
others will come up for frank discus- 
sion and settlement at this time. 

The afternoon program which be- 
gins at 2 p. m. is to be featured by 
important talks and discussions. Any- 
one will be admitted to this part of the 
convention. Principal speakers include 
James G. Watson, New England Home- 
stead editorial staff, and J. C. Fulde, 
Stickell and Sons, Hagerstown, Md. 
Each of these gentlemen will pre- 
sent a subject of immediate and vital 
concern to the trade. <A third speaker 
who has been asked to take part is 
Howard W. Selby, newly appointed di- 
rector of the New England Dairies. 

Dairy Leader to Speak 

Mr. Selby was the first genera] man- 
ager of the New England Farmers’ Ex- 
change and to him is generally given 
credit for that concern’s auspicious and 
successful start. The new movement 
known as the New England Dairies is 
generally conceded to be the last hope 
of the New England dairy farmer and 
leaders everywhere are hoping and 
working for its success. 

No single group can be more con- 
cerned in this matter than the grain 
and feed dealers and the trade in gen- 
eral, and it is believed that securing 
Mr. Selby to describe and explain this 
whole question constitutes a master 
stroke in program building. No intel- 
ligent dealer will want to miss this 
chance to inform himself on one of the 
livest and most important topics be- 
fore New England agriculture today. 

The evening session includes a ban- 
quet with special entertainment of a 
high order and the inimitable John 
Nicol Mark as the inspirational speaker. 

Already a large number of dealers 
have signified their intention to attend 
this meeting and it is felt that an unu- 
sually large crowd will be present. The 
association closes its fiscal year with 
all bills paid and a record of accom- 
plishment as good as for any year when 
it was more adequately financed. Let 
all dealers head toward Boston for 
Wednesday, December 14. 

KE. C. RICH of “Flamin’ Mamie” 
fame has resigned as manager of the 
feed and grain department of the Pur- 
ity Oats Co., Keokuk, Ia. Eddie sends 
“cheerio” to his friends in the trade and 
advises that he has not decided upon his 
plans for the future. He may be reached 
at 417 North Second, Keokuk, Ia. 
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Puts Himself in Customer’s Place 


To Map Sales Program 


Garver Makes Business Succeed From Start 


66 E were never bothered by 
W the popular ‘bad business’ 
bug because we consistent- 
ly refused to believe that 

there was such a thing!” 

In this brief statement James R. 
Garver, president of the Economy Feed 
Milling Co., Madison, Wis., gives the 
reason for the success of his retail and 
wholesale firm. He started in the feed 
business 18 months ago and by applica- 
tion of hard work and sound business 
principles has developed one of the 
most progressive feed concerns in the 
central states. Last year his company 
had a turnover of more than 300 car- 
loads of feed. 


Satisfies Customers’ Needs 


“My first move in starting out in 
the feed business was to ‘understand 
myself’,”, Mr. Garver explained. “In 
other words, I visualized the average 
feed purchaser and then set about to 
build a definite program for attaining 
his permanent trade and good will. 

“First, I determined to make each 
sale the starting point rather than the 
concluding point of my relationship 
with the customer. It is the easier 
way, no doubt, to make a sale and then 
proceed to forget the customer there- 
after; but it is equally as easy for your 
customer to forget about you. 

“T keep a record of every customer: 
his feed requirements, when he will be 
in the market again, and miscellaneous 
personal characteristics that I think 
may have a bearing upon his feed pur- 
chases. I then make it a regular pol- 
icy to ’phone or visit the customer, 
query him concerning his feeding 
troubles and invite him to consult me 
about any perplexing problem arising 
regarding the use of feeds. In this 
way I usually succeed in establishing 
a cordial acquaintanceship with each 
one of my customers and go a long 
way toward making a potential perma- 
nent customer from every temporary 
one. 


Goes Out After Business 

“Second, I resolved that it was fu- 
tile to wait in the store for business to 
‘show up’. Advertising appealed to me 
as one of the best methods for reach- 
ing prospective customers. I realized 
its advantages in informing the feeder 
about our products, convincing him of 
our values and finally in making him 
recognize the fact that our energetic 
merchandising will react to his own 
advantage with lower prices and better 
products.” 

Mr. Garver explained the steps he 
had taken in developing his trade 
through advertising. He conducts an 
intensive direct mail campaign with an 


monthly. These pamphlets _ stress 


helpful “hints” to feed buyers on how 
to save money and raise better poul- 
try and cattle by making the best use 
With each of these 


eight-page periodical which is issued 


of various feeds. 


James R. Garver 


booklets, he encloses a mimeograph 
sheet listing some special “bulletin” 
bargains in feeds for that month. 

He also sends out letters at frequent 
intervals with different special an- 
nouncements. A recent letter offered a 
reduction of 25 cents on a sack of feed 
for purchases made within a time limit. 
He also offered to refund the money 
if the purchaser wasn’t satisfied, “even 


Indiana Dealers to Meet 
At Indianapolis 


The Indiana Grain Dealers associa- 
tion will hold its annual convention in 
the library of the board of trade build- 
ing, Indianapolis, Ind., January 19 and 
20. 

Arrangements for the program are 
well under way, according to Fred K. 
Sale, secretary, who is in charge of 
the meeting. The banquet this year 
will be held on the evening of the open- 
ing day of the convention and enter- 
tainment is to be provided by the asso- 
ciation with the assistance of the In- 
dianapolis board of trade. 

Feed dealers, grain men and millers 
from all sections of the state are cor- 
dially invited to attend. Details of the 
convention will be announced at an 
early date, Mr. Sale reports. 
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if he had used three-fourths of the 
sack,” 

Newspaper and magazine advertising 
is also utilized by Mr. Garver in pre- 
senting his offerings to the trade. 

His Advertising Pays 

“The results have been gratifying,” 
Mr, Garver said. “The advertising func- 
tions as a sort of traveling representa- 
tive of our firm. I believe it has played 
a significant part in helping the farmer 
decide where to make his purchases. 
It has helped to retain my old cus- 
tomers and to continually make new 
ones.” 

Mr. Garver used a unique method of 
advertising the value of a poultry feed 
that he sells. He packages and sells 
eggs that have been laid by poultry 
fed by this ration and by stressing the 
quality of the eggs he infers the 
superiority of the feed. 

Mr. Garver believes decisively that 
at the present time, with farmers and 
other feed buyers in straitened finan- 
cial conditions, the feed business should 
be conducted on a strictly cash basis. 
He is convinced that this will help 
both the feed buyer and the dealer due 
to reduced costs and the improved 
feeds thereby possible. 

Credit Hurts Customers 

“The dealer who is offering his 
products on a credit basis is really not 
helping his customer,” Mr. Garver ex- 
plained. “Credit will inevitably tie up 
both his stock and his funds, and he 
can negotiate less volume purchases. 
This will usually reduce both the qual- 
ity and the variety of his products and 
will also curtail his services to the 
customer.” 


What effect has the current depres- 
sion upon his feed business? Mr. Garver 
believes that no period of financial 
decline can hurt any business very se- 
riously if the proprietors consistently 
refuse to recognize its presence and 
work “like the dickens.” 

“Every illness has its antidote,” he 
said. “The fact that the feed industry 
has been hurt by the reduced purchas- 
ing power of the farmer should not 
make us throw up our hands in despair 
and ‘wait for things to happen’. It is in 
such cases that energy and initiative 
are especially needed. For example, 
why not increase the radius of your 
sales territory? If you spread out and 
get more customers — it is equivalent 
to securing an average number of buy- 
ers with their ‘boom time’ purchasing 
power. And, as I said before, in order 
to increase his feed trade one cannot 
wait passively for the customers to 
come in, but must get out and bring 
them in!” 
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Interior view of Chapin & Co. plant, Hammond, Ind., showing machinery used 
in the manufacture of compressed dog and poultry feeds. 


Dogs Furnish Vast Market 
For Feed Dealers 


OTD marke is a vast undeveloped 
market for feed dealers in the 
dog food field. Around every 

town there are a surprisingly 
large number of kennels which should 
be the feed dealers natural customers,” 
declares R. W. Chapin, president of 
Chapin & Co., Hammond, Ind. “The 
dealer can also act as a jobber and 
supply grocers, hardware dealers and 
druggists who cannot buy in car lots. 
The wholesale grocers who, in many 
cases, now handle this business cannot 
compete with the dealer who takes ad- 
vantage of the opportunity to buy dog 
food at carload rates along with his 
other feeds.” 


He further points out that there 
are 11,000,000 dogs in the United 
States and undoubtedly an additional 
million which have not been recorded. 
The amount of foods consumed by 
these animals aggregates an immense 
tonnage, it is further pointed out, al- 
though nobody knows the exact 
figures. 


“Dogs,” declares Mr. Chapin, “are in 
a large measure similar to human be- 
ings in their food habits. Time was 
when man was in the dog class. He 
subsisted on the chase, raw meat and 
berries. From the earliest days, dog 
has been the friend of man. He shared 
in his feasts and famines and the pres- 
ent changed habits of man includes the 
dog who shares his repast. 


“The antique idea that men and dogs 
should eat large amounts of meat for 
calories is now taboo. The truth is 
that dogs require and relish about the 
same proportions of meat to cereals 
as man—about 1 to 4. Like man, they 
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also need their vitamins. 

“A dog’s idea of good food is some- 
thing which he can grasp, crunch and 
swallow in a jiffy. Because dogs are 
accustomed to chewing on a bone to 
get the marrow and lime phosphate, it 
is erroneously believed that dog’s food 
should be hard. This is contrary to 
actual tests.” 

Patents have been granted to George 
M. Chapin and Hugh H. Goff and as- 
signed to Chapin & Co., Hammond, 
Ind., for apparatus to be used in the 
manufacturing of compressed feeds for 
chickens and animals. An extensive 
line of these products will be marketed 
by the firm. 

Chapin & Co. has recently perfected 
an improved compressed feed for dogs 
which corresponds to the old type of 
kibble or broken dog biscuit which is 
of English origin. Attention is called 
to the vast, undeveloped market in this 
field for retail feed dealers. 


AL LOIS, A. H. Lois Feed Co., 
Bassett, Wis., and Miss Liliian Schiltz 
were married at New Munster, Wis., 
the home of the bride, Saturday, No- 
vember 19. Following a brief honey- 
moon trip Mr. and Mrs. Lois will make 
their home at Bassett. 


NEW HAMPTON MILL, New 
Hampton, Ia., is experiencing a busy 
season in its cereal mill which was 
established about a year ago. E. C. 
Heinmiller, proprietor, has _ installed 
new machinery throughout the mill in- 
cluding a molasses plant and a one-ton 
mixer. Mr. Heinmiller is president of 
the Northeastern Iowa Millers asso- 
ciation. 
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Jay Bee Announces New 
Mixer Features 


J. B. Sedberry, Inc., Utica, N. Y., 
has issued bulletins describing the de- 
tails of its new model “Jay Bee” mo- 
lasses mixing plant and “Handy Andy” 
batch mixers. The latest engineering 
principles secured under patent by the 
company are incorporated in the new 
units. 

Greater speed and a more uniform 
mixture of molasses with the feed are 
announced as the two new features of 
the molasses plant. The fluid enters 
through a hollow shaft which runs 
down the center of the mixer and is 
distributed through 56 holes in mist 
form as the feed is churned around it 
by specially designed, patented beaters. 
Because of these features, the company 
points out, there is no balling of the 
mixture. The unit operates at a speed 
of 1200 revolutions per minute. 

A new feature of the batch mixer is 
a series of three windows placed at 
top, center and bottom of the cylinder, 
which enables the operator to see what 
is going on inside at all times. The 
unit comes equipped with receiving 
hoppers to fit above or at the floor 
level, depending upon the requirements 
of the purchaser. 

The bulletins describing the two new 
units in detail may be obtained by 
writing direct to J. B. Sedberry, Inc., 
Utica, N. Y. 


Delaware Feed Store 
Sales $1,783,834 


Net sales of 38 Delaware stores 
handling feed, flour and fertilizer in 
1929 were $1,783,834 or $46,943 per 
store, according to a bulletin issued by 
the bureau of census, United States 
department of commerce. The total 
operating expense, including rent and 
wages, was $178,097 or approximately 
$4,687 per store. Stock on hand at the 
end of the year, listed at cost, amounted 
to $149,390. 

Six of the stores reported in the cen- 
sus operated on a cash basis, and eight 
of the lot conducted business on 11 to 
20 per cent credit. The balance had a 
credit business ranging from 1 to 80 
per cent. 

Thirteen combination coal and feed 
stores were reported in the census as 
having net sales of $1,472,917 or $113,- 
301 per store and a total operating ex- 
pense of $91,865 or an average of ap- 
proximately $7,067 per store. Stock on 
hand at the end of 1929 and listed at 
cost was reported at $59,500. 

Five combination grocery and feed 
stores were recorded as having net 
sales of $386,968 and a total operating 
expense including rent and wages of 
$34,317 or approximately $6,865 per 
store. 


LEWIS L. ABBOTT, feed dealer, 
Hamburg, N. Y., is a candidate for 
election as a director of the chamber 
of commerce of his city. 
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Grain Truckers Trouble 
Janesville Dealers 


Overcoming the competition of 
truckers who haul grain from Illinois 
elevators and sell direct to the farmer 
was the chief topic of discussion at a 
meeting of the Retail Feed Dealers 
Association of Janesville and Vicinity 
which was held at the Jefferson house, 
Jefferson, Wis., Wednesday evening, 
December 7. More than 30 persons 
were present. 


Harold Green, Green & Farley, 
Janesville, Wis., opened the discussion 
on the trucking problem, pointing out 
that many dealers themselves _pur- 
chased grain from the truckers. He ad- 
vocated that a plan should be devised 
which would enable the dealer to de- 
termine which of the truckers sold only 
to the retail feed trade and which 
solicited the farmer direct and that this 
information should be distributed 
among the members of the association. 


James H. Vint, Farmers Coopera- 
tive Elevator Co., Union Grove, Wis., 
president of the Central Retail Feed 
association, recommended that the 
dealers refrain from purchasing from 
the truckers entirely. He also ex- 
plained the benefits of cooperation in 
the feed trade and urged the dealers 
to work together both in their local 
group and in the Central association. 

The new questionnaire which the 
Central association is preparing for ob- 
taining information on power rates was 
explained by Roland Reinders, Rein- 
ders Bros., Elm Grove, Wis., chairman 
of the committee in charge of the or- 
ganization’s movement for obtaining a 
reduction of rates. 


L. J. Hartzheim, Hartzheim Fuel & 
Feed Co., Beaver Dam, spoke on direct 
selling and urged dealers to make re- 
ports of firms guilty of this practice. 
He advocated the publishing of a list 
of these firms and distribution of the 
information among members of the or- 
ganization. 


Collective buying and cut price com- 
petition were also discussed by the 
Janesville group. The meeting opened 
with a dinner and H. H. Hauge, Ne- 
braska Consolidated Mills Co., Milwau- 
kee, sang several solos. William 
Frank, Jefferson Flour & Feed Mill, 
Jefferson, directed arrangements for 
the meeting. 


RALPH C. VEEN, formerly of De- 
troit, has taken over the Dutton mill, 
Dutton, Mich., and is remodeling it. 


EGG FEED CHEAPER 

It now takes 4.7 dozen eggs to pur- 
chase 100 pounds of poultry feed as 
compared to 5.3 dozen in 1931; 5.6 
dozen in 1930, and 5.9 dozen in 1927, 
according to “Henergy”, an organ is- 
sued by the Poultry Item, Sellersville, 
Pa. The figures were obtained as the 
result of a survey recently made in 
Connecticut. 
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Al Lois Prov 


es His Point 


Feed Business Is Good 


When Al Lois, A. H. Lois Feed Co., 
Bassett, Wis., told his friends that his 
volume of business for October aggre- 
gated 19 carloads, nine of them feed, 
they politely told him he was stretch- 
ing the truth. 

“Business,” said the skeptical listen- 
ers, “is too blamed rotten for any of 
us to believe one-tenth of your story.” 

“All right, I'll prove it to you,” re- 
torted Al, and forthwith produced the 
railroad’s own record of the number of 
cars shipped to him during October 
which is reproduced herewith. The 
shipments include nine carloads of 


WISCONSIN 
Lyle Sardeson, has taken over the 
feed mill formerly operated by the 
Wisconsin Power & Light Co. at 
Monticello. 


A. C. Ramberg elevator, Elk Mound, 
was destroyed by fire November 8. 
Loss was estimated at $10,000. 

William Jantz feed mill, Stockbridge, 
was destroyed by fire recently with a 
loss of several thousand dollars. 

Palmyra Lumber, Feed & Fuel Co., 
Palmyra, was burned to the ground re- 
cently with a loss estimated at $35,000. 

Emil Wiik has severed his connec- 
tions with the Kammer & Wiik feed 
store, Ladysmith, and has moved to 
Lewis where he will have charge of 
the feed business owned by the same 
concern. 

Louis Foss, manager for the North- 
ern Supply Co., Cameron, for the past 
five years, has gone into business for 
himself, taking over the old feed mill. 

Galesville Milling Co., Galesville, has 
been incorporated by Robert Dobie, 
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feed, two of coke, five of coal, and one 
each of corn, salt and seed. 

To those who still doubt his claims, 
Al offers further proof by announcing 
that on November 19, he was married 
to Miss Lillian Schiltz at the bride’s 
home at New Munster. Following a 
brief honeymoon trip the couple will 
make their home at Bassett in a resi- 
dence across the street from Al’s de- 
pression-proof feed store. 

“They say that two can’t live as 
cheaply as one,” he comments, “but 
why should I worry. The feed busi- 
ness is good.” 


E. R. McIntire, and Robert McIntire 
with a capital stock of $20,000. 

Mark Traxler has opened. the 
Wheeler Produce Co., Wheeler, and 
will handle a complete line of mill 
feeds and flour, 

Fred Schmidt, formerly connected 
with the Milltown Cooperative Pro- 
duce and Shipping association, has 
opened a new feed store in Luck. 

Feed dealers and farmers gathered 
at the Arpin hall, Arpin, November 
16, and heard Prof. G. Bohstedt, Uni- 
versity of Wisconsin, Madison, discuss 
dairy feeding. 

Walter Anderson and L. A. King 


have opened a feed store at Turtle 
Lake. 


A. J. HAZEL, JR., secretary, B. F. 
Gump Co., and Charles Hawe, Marble- 
head Lime Co., both of Chicago, were 
visitors at the offices of The Feed Bag, 
December 6. 
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New Egg Mash Developed 
By Purina Mills 


Following five years of experimental 
work, Purina Mills, St. Louis, an- 
nounces the perfection of a poultry 
ration especially prepared to produce 
eggs of uniform size and quality. The 
new product will be marketed under 
the name “Purina All-Mash Egg 
Chowder.” 

Demands in large market centers for 
eggs which were uniform in size and 
interior quality encouraged the Purina 
organization to devote the resources of 
its experimental farm to develop a ra- 
tion that would enable poultrymen to 
furnish the type of eggs demanded by 
discriminating buyers at premium 
prices. 

“On the New York market, for ex- 
ample,” said A. F. Seay, vice-president 
of the company in charge of produc- 
tion, “the price paid for highest qual- 
ity eggs was 25 per cent more than the 
offers made for ordinary graded fresh 
eggs. Last year it was 71 per cent 
more. This increase is due almost en- 
tirely to the fact that folks today are 
asking for better eggs whether they 
come from the big commercial poultry- 
men, the hen battery plant or the back- 
yard flock. The need for a dependable 
plan for controlling the interior qual- 
ity of eggs has become more and more 
urgent to close observers of the trend 
of retail egg prices.” 

The company began experimenting 


Good News! 


Pilot and Reef Brand 
Oyster Shells 


Reduced 


Now the Lowest Priced 
High Quality Shell 
On the Market 


with the new ration, just announced, 
on January 2, 1927. The result of the 
entire experiment, says Mr. Seay, is 
the development of a ration that pro- 
vides everything in one bag, everything 
a hen needs to make premium eggs of 
uniform size—strong, smooth shell tex- 
ture, well-rounded, upstanding yolks of 
attractive color, firm viscuous whites, 
fine flavor and exceptional food value. 


JAMES. CAMPBELL DEAD 

James A. Campbell, secretary and 
treasurer of the Mohr-Holstein Co., 
Milwaukee, Wis., died November 27 
following a heart attack which he suf- 
fered while returning from a trip to 
Evanston, Ill. He was 76 years old 
and was associated with the grain and 
feed industry during the greater part 
of his life. Mr. Campbell was at work 
as usual at his office on Friday pre- 
ceding his death and left for a week- 
end visit to Evanston. He was seized 
with a heart attack while returning on 
the train and was rushed to a hospital 
upon arrival in Milwaukee where he 
passed away a few hours later. Funeral 
services were held November 30. 


CHARLES R. DECKER, vice-presi- 
dent and sales manager, Chase Bag 
Co., Chicago, has returned to his office 
after several weeks’ confinement to his 
home following an injury received in 
an accident. 


No Time for Deer Hunt 
Business Too Good 


Cheerful news in striking contrast to 
many general complaints heard in the 
business world arrived this week from 
Roy Lochhead, president of the Pecos 
Valley Alfalfa Mill Co., Hagerman, 
New Mexico. 

“Business is on the upgrade with 
us,” he reports, “and we have been so 
busy that nobody in the organization 
had an opportunity to go deer hunt- 
ing this season.” 

The firm recently installed addi- 
tional grinders in its Pauls Valley, 
Okla., plant which have doubled the 
milling capacity. Warehouse facilities 
have also been increased 2,000 tons. 
The company has been engaged in the 
alfalfa milling business for the past 23 
years and maintains mills in four 
western states. 


E. R. MILLETT MILL, Mount 
Vernon, Maine, was destroyed by fire 
recently with a loss of $2,000. 


SANDY LAKE FLOUR MILLS, 
Sandy Lake, Pa. were recently de- 
stroyed by fire. 


W. G. SLUGG, Milwaukee, well- 
known flour and feed jobber, has 
opened a feed warehouse at 3910 N. 
Villard avenue, North Milwaukee, and 
will operate a retail and wholesale 
business. 


per 
Ton 


Get Our Delivered Prices 


a Budde Feed & Grain Co. 


MILWAUKEE, WISCONSIN 
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D O You Know 


the Answer 


When a feeder asks you a question, 
your answer may often help you 
to win an extra sale. Keep posted 
on problems of feeds and feed- 
ing with a handy book written 

by the world’s greatest autho- 
rities in this field. 


Feeds and Feeding 


Latest Complete Illustrated Edition 
By HENRY AND MORRISON 


Feeds and Feeding - $4.50 


Feeds and Feeding 
with THE FEED BaG 
for one year . 


Che feed Bag 


210 E. Michigan Street 


Milwaukee, Wis. 
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Federation News 


United We Stand 


Membership in the Eastern Federa- 
tion of Business Men is growing rap- 
idly. All who join before February 
21, 1933, will be enrolled as charter 
members. 

The object of the new federation, 
which is associated with the Eastern 
Federation of Feed Merchants, is to 
unite business and professional men to 
combat the spread of government sub- 
sidies of private business. 

Members of the Eastern Federation 
are urged to enroll as many new mem- 
bers in New York, New Jersey and 
Pennsylvania as possible before Janu- 
ary 1. It is expected after that date 
membership will be extended to. other 
states. Such extension has already 
been suggested by several feed mer- 
chants in other sections of the coun- 
try. 


Honest Protest Wins 

Feed merchants of New York state 
united in a protest to the board of 
trustees of Cornell university against 
the use of public funds to advertise 
particular brands of feed in the publi- 
cations of the college. In the October 
issue of the “Extension Feed Service” 
certain supplemental rations were rec- 
ommended. 

Carl E. Ladd, dean of the New York 
State College of Agriculture, investi- 
gated the matter and has arranged to 
avoid discriminatory statements in fu- 
ture issues of the publications. This is 
another evidence of the power of a 
united and honest protest. 


Retailers Buy Mill 


Demarest & Son, Stamford, N. Y., 
have purchased the feed mill of E. B. 
Decker and will mix a complete line of 
feeds for distribution at their stores at 
Jefferson and So. Gilboa as well as at 
Stamford. 

The mill is located near the railroad 
station and is convenient for farmers 
who make Stamford their trading cen- 
ter. A retail store is maintained in the 
business section. 

. W. Demarest, senior member of 
the firm, will be in charge of the mill 
and his sons, F. C. Demarest, C. S. De- 
marest and A. H. Demarest manage 
the retail stores. 


New Pennsylvania Bulletin 

The Department of Agriculture of 
Pennsylvania has published a _ period- 
ical called ‘Keystone Cooperation”, 
devoted entirely to the fostering of co- 
operative enterprises. Either the pro- 
tests of legitimate merchants or a de- 
mand for economies has forced the 
department to abandon the publication 
and issue instead a weekly news bulle- 
tin which is much more valuable to 
the farmers. 

The new bulletin contains informa- 
tion regarding farm activities and is 
intended to acquaint farmers with the 
prevailing market prices and progres- 
sive plans for making farming more 
profitable. The department is to be 
congratulated upon its new publication. 
George F. Johnson is the editor. 


Not for Sale 


Considerable trouble has developed 
recently because merchants who oper- 
ate feed mixers have mixed a ration 
for some customer using his own for- 
mula and storing a portion of the ra- 
tion until it was called for by the pur- 
chaser. Inspectors of the state de- 
partments have sampled the feed and 
maintained it was exposed for sale. 
Penalties have been levied in several 
cases. 

If feed merchants mix and store the 
ration for their customers the batch 
should be labeled with the purchaser’s 
name and segregated from the goods 
offered for sale and plainly marked 
“Not For Sale”. 
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New DEAL 


MONEY-MAKING! 


As a feed merchant to make 1933 a 
money-maker, you must put a lot of 
emphasis on the next four months— 
chick season. You must have unusual 
advertising, sound merchandising and 
a good feed. You must have an all- 
*round plan that’s a manufacturer of 
customers. It must put a good profit in 
your business. Purina’s new deal for 
spring is that type of a plan. Write to 
Purina headquarters and get the facts. 


Will Meet Dec. 14 


Members of the Southeastern Penn- 
sylvania Feed Merchants association 
will meet at Norristown, December 14, 
to discuss the outlook for 1933. How- 
ard A. Simpson, secretary, who is ar- 
ranging the program, predicts that 
there will be a large attendance with 
many new members attending for the 
first time. 

The conference will begin at 2 p. m. 
and will be held at the Valley Forge 
hotel. A banquet and entertainment 
are scheduled for the evening. Among 
the speakers will be W. A. Stannard, 
secretary of the Eastern Federation of 
Feed Merchants. 


Two New Members 


Among the new members who joined 
the Eastern Federation during the 


month of November were West & Nes- 
bit, Oneonta, N. Y., and Ludwig UIl- 
rich, Westmoreland, N. Y. 


Mo, 
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‘‘All your needs in grain and feeds’’ fe 


Sunset Feed & Grain Co., Inc. 


CHAMBER OF COMMERCE BRANCH OFFICE 
BUFFALO, N. Y. MIDDLETOWN, N. Y. 


FEED JOBBERS 


Also Representing: 


C. HUBINGER BROS. CO., Keokuk, Ia.......................... Gluten Feed 
VANDERSLICE-LYNDS CO., Milo and Kaffir 
FAIRMONT CREAMERY Co. Dried Buttermilk 
JOHN F. CRAIG & COMPANY. Philadelphia, rer Blackstrap Molasses 
MUTUAL RENDERING COMPANY, Philadelphia, Pa. ............ .. Meat Scrap 


THREE MINUTE CEREALS CO., Cedar Oatfeed 
FERNANDO VALLEY MLG. & SUPPLY CO., Los Angeles, Cal. ..Alfalfa Leaf Meal 


Cherokee Middlings 
Mid-Dog Middlings 


Queen Wheat Feed 


— WHEAT 
MIXED FEED 


ee Your trade will appreciate 
these quality feeds, and in- 
crease your volume of busi- 
ness which means increased 


—Wheat Low Grade Flour, Red Dog,’ 
Middlings, Bran, Screenings 

not exceeding mill run a 

ST.PAUL, MINN. ——— 


Office 316 Corn Exchange 
‘MINNEAPOLIS, MINN. yy 


CAPITAL FLOUR MILLS, 


MINNEAPOLIS, MINN. 


own mills. 


number of customers and 
larger profits .. These quality 
feeds are manufactured in our 


Inc. 
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Chapin Dog Cookies 


At last a successful dry meat and cereal dog biscuit ration at areason- 
able price. Steam cooked and toasted. Dogs like and thrive on Cookies. 
Q Within 500 miles we can ship l.c.1. at better than competing prices. 
Freight 30c to 50c per 100 Ibs. Cookies can be retailed, giving a margin of 
40% to 60% of sale price. Look up your grocers prices. Feed dealers 
can job to food and drug stores at about 15% margin. 

q Cookies can undersell any retail store biscuit prices. Samples free for 
trial— Write us for details. 


7.00 to 9.00 
2.25 
-90 
-55 
‘70 (2-lb.) 
These resale prices are suggestions. 


Minimum orders 100 Ibs. or 4 cases of 12 2-lb. cartons. 
Small sizes baled, or you can split and package yourselves. 


CHAPIN & COMPANY 


HAMMOND, INDIANA 
UNICORN FEEDS—CHAPIN KERNELS AND COOKIES 
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Sprout-Waldron Obtains 
Big Pulley Orders 


Sprout, Waldron & Co., Inc., Muncy, 
Pa., has obtained contracts to furnish 
pulleys for the conveyor lines to be 
used in the new post office buildings 
at Chicago, Pittsburgh and Cincinnati, 
and is operating its plant at full sche- 
dule along with its flour and feed mill- 
ing equipment business. 

The Chicago contract calls for more 
than 3500 units, requiring more than 
1,250,000 pounds of cast iron. Ship- 
ping schedules require deliveries over a 
15 months’ period. Approximately 40 
box cars would be needed to make the 
entire shipment at one time. 

“The continuance of these con- 
tracts,’ reports H. N. Vredenburg, 
sales manager of the company, “en- 
ables Sprout-Waldron to keep its foun- 
dry on a daily schedule, thus assuring 
customers of prompt shipments of 
milling equipment which would not be 
possible with intermittent foundry and 
machine work.” 


OHIO 

Arlington Elevator & Supply Co., 
Arlington, has installed a new feed 
mixer. 

Frank St. Clair and Edward Hock- 
man, Logan, have dissolved partner- 
ship in the feed business. Mr. Hock- 
man will continue to operate under the 
name, Hocking Valley Feed Co 

F. W. Wright, Columbus, has opened 
the Hilltop feed store at 15 N. Oakley 
avenue. 

C. H. Neff Flour Milling Co. has 
opened for business at Canfield. 


HOME OF WCCO STUDIOS 


NICOLLET 
‘HOTEL 


@t the Gateway 
MINNEAPOLIW 


When in MINNEAPOLIS 
why not gratify that long felt 
want of an atmosphere of 
friendliness, comfort and re- 
laxation by staying at me 
NEW NICOLLET. 


Six hundred rooms complete 
in every detail at exception- 
ally reasonable rates. Rest- 
ful beds. 


Moderately priced Restau- 
rant and Coffee Shop. 


Three blocks from both 
depots. 


Tourist Bureau Sirectly op- 
posite. 


W. B. CLARK. 
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West Coast Poultrymen 
Use Cooperation 


(Continued from Page Thirteen) 


most unknown in the Middle West. 
This is an oil meal made from sesame 
seed, a product of the Orient, and the 
oil is used for salad dressing. The 
Globe Milling Co., Los Angeles, San 
Francisco and Portland sells this oil 
and puts out the material under the 
name of “Globe Salad Dressing” made 
from sesame seed. 


50,000 Hogs on Ranch 

Down at Fontana, Calif., one of the 
greatest sights in the swine industry 
existing in the world may be seen. 
Here on one ranch of small acreage 
there are 50,000 hogs. They get a ra- 
tion of some grain, but mostly garbage 
from the city of Los Angeles. It was 
interesting to learn that the gains from 
the garbage has been reduced over 50 
per cent since the depression. The qual- 
ity of the garbage has been lowered by 
more careful kitchen economy from 60 
pounds gain per thousand pounds of 
garbage during boom times to 29 
pounds gain per thousand pounds of 
garbage at the present time. How 
would you like to land this concern 
known as the Fontana Farms company 
as a customer on your hog feeds? 

A large number of feed dealers and 
manufacturers have fine poultry farms 
of their own. One advantage they have 
is that they do not have to have so 
much invested in buildings. One feed 
manufacturer in Los Angeles has a 
farm with a capacity for 400,000 laying 
birds, although the present number is 
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Hotel Sherman offers Chicagos greatest value. 
Aa: (ea Write now for your free Buyers’ Club Member- 

2 ship Card or call for it personally the next time you \__ 

pe come to Chicago...Suite295 Hotel Sherman, Chicago. RS 


Out-of-town retail buyers are urged to take advantage, while 
in Chicago, of all the benefits of the Buyers’ Club which are 
offered free... A spacious, comfortable headquarters; free 
secretarial service for phone messages, etc; as well as assistance 
in the location of merchandise ... Manufacturers, Wholesalers 
or Jobbers not admitted. 

The Buyers’ Club is located in the famous Hotel Sherman but 


residence at the hotel is not necessary in order to receive 
Club privileges although every experienced buyer knows that 


about 30 per cent under that figure. 
The dairy business is likewise car- 
ried on in concentrated areas. Near 
the large cities cows are kept the year 
around in what might be justly termed 
sheds. No large barns. No silos. 
Nothing that gives one the idea of a 
dairy farm. Nevertheless, there are 
thousands and thousands of fine dairy 
cows here and the milk supply for the 
large cities depends entirely upon them. 
They are kept in these small lots and 
beet pulp is practically the only succu- 
lent feed they get. But they surely 
get plenty of protein. No one out there 
thinks anything of feeding a 32 per 
cent protein dairy ration straight. Gen- 
erally speaking proteins are cheap on 
the West Coast. Fish meal is fed to 
dairy cows and poultry alike. Of 
course, high percentages of this ma- 
terial cannot be fed to cows as the fish 
meal out there runs about 70 per cent 


protein and is very desirable. 

In summing it all up one has to ad- 
mit that the West Coast is a great 
country. It is not very wide but in 
length it is twice as far as the distance 
between Chicago and New York. 
There are all sorts of weather and 
conditions. Every kind of livestock 
known is raised. Every sort of feed 
known is fed. 

These people have learned how to 
work together. They have met their 
obstacles and handled them in a uni- 
fied way. They believe in their coun- 
try. They would not live anywhere 
else in the world. Seattle is all for 
Seattle. Portland knows that it is the 
best place in the world. San Francisco 
pulls for San Francisco, and Los An- 
geles admits it is the magic city of the 
world. But in the feed and poultry 
industry they are all one. This is the 
spirit of the West. 


TRADE CANE MOLA MARK 


REG. U. S. A. PAT. OFF. 


Pure CANE MOLASSES 
FOR FEED MIXING 


Tank Cars and Barrels 
Quality and Service Guaranteed 


SOUTHGATE MOLASSES CO., INC. 
NORFOLK-VIRGINIA 


Club 
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Today there’s a 
Great 


Farm Need 


for protein and mineral sup- 
plements ... sell Armour’s 
Animal and Poultry Feeds 


Armour’s Meat and Bone Scraps 
A balanced ration of high feeding 
value. Not less than 50% emg 
Armour’s Feeding Blood Meal 
An 80% Protein content extremely 
valuable in mixed feeds. 
Armour’s Special Steamed Bone 
Meal 


Guaranteed 65% B. P. of L. For 
mixture with other feed to build up 
bone structure. 


Armour’s Meat Meal 


Digester 
Tankage 

An appetizing, highly digestible, 
Not less 60% 
Protein. 


ARMOUR AND COMPANY 
Dept. C. 
Union Stock Yards Chicago, Ill. 
Write or wire us for prices. 


Plants tly located to 
insure you prompt deliveries. 


MYLES 
LOUISIANA SALT 


*‘Nature’s Purest”’ 


Here is an economical 
salt, because its strength 
and purity make possible 
the use of less Myles Salt 
than any other salt to do 
a given job. It contains 
no moisture when packed 
and is guaranteed not to 
harden. Farmers like 
Myles Salt because of its 
even-running grain and 
general all around use on 
the farm. 


Packed in MylesHome- 
spun Grey or White Bags. 


Write for Prices and Samples 


Myles Salt Co., Ltd. 


Chicago Sales Representative 
360 NO. MICHIGAN AVE., CHICAGO, ILL. 
Telephone State 6276 
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Letters from Our Readers: 


Glad to Do It 


Some time ago, in one of your issues 
of The Feed Bag, was an article on 
tax exemption on power used for mix- 
ing and sack elevators. 

We have misplaced that particular 
issue and as we would like to claim ex- 
emption, would like to have soma infor- 
mation on what grounds to claim it. 
Could ‘you mail us that issue? 

H. D. CLARK 
C. G. Clark & Son 
Westtown, N. Y. 


We Thank You 


I am renewing my subscription by 
joining the Eastern Federation of Feed 
Merchants. Your paper is one of the 
reasons why I am joining. 

L. G. FAULKNER 
M. J. Faulkner Co. 
New Kingston, N. Y. 


Forging Ahead 


We see a future in the feed manu- 
facturing business. We have incorpor- 
ated our business and are out to make 
money for ourselves as well as our cus- 
tomers. The officers of this business 
are J. J. Reed, president; S. P. Reed, 
vice president, and McMaken, 
secretary and treasurer. J. J. Reed is 
the mill manager and is in charge of 
the buying. J. H. McMaken is our 
advertising and sales manager. 


100 
ces. 


PURE CRUSHED 
OYSTER SHELL 
Tease 


Our line of business is the manufac- 
turing of feed and selling it direct to 
the farm trade. We now have a nice 
business of direct trading to farmers 
and our salesmen are all trained to aid 
the farmer in his feeding problems and 
in the balancing of his rations. 

We hold educational meetings and in- 
vite our farmer friends in for the even- 
ing. It is surprising at the wonderful 
amount of good information they derive 
from these meetings. It is the best ad- 
vertisement we can buy for the money. 
The results are very encouraging and 
edifying to the members of the corpo- 


ration. 
J. H. McMAKEN, 
Reed Elevator Co., Inc. 
Decatur, Ind. 
INDIANA 
Cambridge Feed Mills, Cambridge 


City, was host to its customers at a 
banquet held November 16. Dr. Clore, 
a veterinarian, was the chief speaker. 

Earl D. Johnson, Portland, has 
moved his stock into the new feed 
store recently erected. 

McCarty Seed Co., Evansville, re- 
cently staged a pet show which at- 
tracted many new customers to its 
store. 

A. N. Ellis, Auburn, lost his flour and 
grist mill November 1 when fire de- 
stroyed the structure and stock with 
damage estimated at $8,000. 

Frank Beer feed mill, Milford Junc- 
tion, was recently destroyed by fire. 


By Pitot Branp’s being best in quality, 
and by our telling poultrymen so in national 
advertising for more than 10 years, we have 
built a decided preference for Pitot BRAND 
throughout the nation. 


It is highly profitable to sell quality, adver- 
tised products. This is especially true of 
oyster shell, because Pitot BRAND really 
costs no more than the ordinary, unadver- 


tised kind. 


Let us quote you in carloads. Our prices 
were never lower. 


OYSTER SHELL PRODUCTS CORPORATION 


New York 


PILOT 


OYSTER 
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Eureka 
Standardized Separator 


An efficient, up-to-the-minute 
machine, designed to produce 
closer separations and greater 
capacity. Includes all of the 
latest features—Buhler Drive, 
ball-bearing fan shaft, and 
Eureka worm: gear- driven 
sieve cleaners. 


Write for Catalog FB 125 


S. HOWES INC. 
Silver Creek, N. Y. 


The Cure 
for a Sick 
Business 


JAY BEE 


Grinding -Mixing Equipment 


— Thousands of custom millers and mixed-feed manufactur- 
ers have found the cure for their ills in “JAY BEE” equip- 
ment. “JAY BEE” has literally lifted them out of the rut and 
given their business a new lease on life. 


—Weareontheup-trend now. Those who stagnate with obso- 
lete equipment will never come back. A sick man, as well as 
a sick business, needs a doctor. Your doctor is “JAY BEE.” 
—Over 17,000 Bossert made “JAY BEE” hammer mills in use is proof 
of their curative powers in the grinding industry. No other grinder has 


ever equaled the “JAY BEE” in quality of grind, capacity, low operating 
and maintenance cost. 


—A“JAY BEE” Batch Mixer and “JAY BEE” Molasses Mixer complete 
your equipment for making commercial feeds of all kinds. 


—Don’t be satisfied with less thanthe Best—“JAY BEE’—costs no more. 
Our representative will gladly explain the profit possibilites for you in 
“JAY BEE” equipment, without obligation. Write today. 


J. B. SEDBERRY, Inc. 61 Hickory Street, Utica, N. Y. 
J.B. Sedberry Co., 819 Exchange Ave., Chicago, Ill. 
Jay Bee Sales Co.,319-325 Live Stock Exchange Bldg., Kansas City, Mo. 


“Sensible Plan” 
Pays 2 Ways 


( 


Here’s how 


it meets the demands of both 
classes of feed buyers 


1st. To those poultrymen who 
desire a high grade egg mash, sup- 
ply Conkeys 20% Gecco Egg Mash 
with Y-O. This mash, when fed 
with scratch grains, makes a com- 
plete ration which results in heavy 
egg production, yet keeps the birds 
in wonderful condition. It is the 
most economical mash for poultry- 
men who buy all their feed. 


2nd. To those poultrymen who home-mix or have home- 
grown grains, supply Conkeys 32% Supplement Poultry 
Mash with Y-O to balance their home-mixed rations or 
home-grown grains. By mixing this vitalized supplement mash 
with inexpensive rations, they maintain the vitality, health, fer- 
tility and productivity of their flocks at lowest possible cost. 


(Conkeys 32% 


Supplement Mash with Y-0 


Mixing inexpensive rations with this Supplement Mash provides a per- 
fectly Solsneel ration at lowest possible cost per ton. 
With every delivery of ground grain or cheaper mixed rations, urge 
your customers to take a of 
Conkeys 32% Supplement ash 
with Y-O. In this way you will— 
—increase your feed sales 
—increase your profit mar- 
gin 


Vitalize All Your Feeds 
with Conkeys Y-O 
—Improves your feed 
—Gives selling advantage 
—lIncreases your profits 
Just add to = poultry feed 


—supply better producing 
ration 


—provide a complete bal- 


keys Y-O — the nationally anced ration 
oultry feed vitali- —insure a definite protein 
zer—and tell your trade about supply always 


it. Comes in handy powder —produce uniformly favorable 


results for your customers 


Conkeys 32% Supplement Mash 
with Y-O is a concentrated ration in 
which Conkeys Y-O is already mixed. 
Y-O contains cod liver oil and brew- 
ers’ yeast. It is rich in Vitamins A, 
B and D, which are sealed and held 
for a long time by the patented Con- 
key process. 

Many feed dealers find Conkeys 
32% Supplement Mash with Y-O is 
just what they need to satisfy the 
price demands of their customers 
and at the same time increase ton- 
nage and profits. 


THE G. E. CONKEY CO. 


6761 Broadway, Cleveland, O. 
Mills: Cleveland, O.; Toledo, O.; 
Nebraska City, Nebr.; Dallas, Tex. 


form—easy to mix with any 
feed. 


Gentlemen: Tell us more about how Conkeys 32%) 
Supplement Mash and Conkeys 20% Gecco Egg 
Mash will help us increase our feed sales and profits.1 

a 
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CLASSIFIED 


Service department for our read- 
ers. Low Rates: 25c per line; 
minimum $1.00. 


FEED QUOTATIONS WANTED 


Quotations wanted on mill feeds in car lots. 
Write PURITY MILLING CO., Fort Dodge, Ia. 


FEED MILL FOR SALE 


Custom feed mill and warehouse for sale. 
Located in good dairy section of Wisconsin. Write 
MARTIN LUMBER CO., Exeland, Wis. 


LESLIE M. BROWN, director of 
sales of the farm feed division of the 
National Oil Products Co., Harrison, 
N. J., is making a survey of the south- 
eastern states in the interests of Nopco 
XX concentrated cod liver oil extract. 


H. H. MICHENER, well-known to 
the feed trade of the Northwest, died 
recently at a Minneapolis hospital 
where he was undergoing treatments 
for a heart ailment. 


Lindsay Equips Mixer 
With Power Feeder 


A power feeder has been added as 
a new feature to the recently announced 
Lindsay feed mixer, distributed by 
Lindsay Bros., Inc., Milwaukee, Wis. 

Ingredients to be mixed are poured 
into a hopper which can be placed 
above the floor or at the floor level, 
according to the dealer’s requirements. 
The feed is forced upward through the 
bottom of the mixer and will take the 
ingredients to be mixed as fast as the 
operator can empty the bags, Lindsay 
Brothers claim. 

The Lindsay mixer is made in two 
sizes, the No. 2 half-ton and the No. 
3 one-ton unit. Many new machines 
have been placed in Wisconsin and 
surrounding states, and the firm is 
planning to expand its territory into 
other sections. Full particulars ex- 
plaining the features and costs of the 
Lindsay mixer may be obtained by 
writing direct to the company at 130 
South Second street, Milwaukee, Wis. 


GET MY PRICES—SAVE MONEY 


A. L. STANCHFIELD 


Carlots and Mixed Cars 
FLOUR, MILLFEED 
OILMEAL, ETC. 

502 Corn Exchange Bldg. 
MINNEAPOLIS, MINN. 
“Stand by Stan’’ 


GROUND OaT GROATS 


Low Fibre Content 
NORTH EAST FEED MILL CO. 


MINNEAPOLIS, MINN. 


NEBRASKA CONSOLIDATED 
MILLS COMPANY 


MILLERS OF. 


Mother’s Best Fiour 


~ FOR BEST 
RESULTS 


| ALWAYS CALL 
MINNEAPOLIS 
BRIDGEPORT 1231 


LEARY GRAIN COMPANY 


F. J. PHELAN CO. 


418 Chamber of Commerce 


MILWAUKEE, 
WIS. 


“Grain Futures” 


Special Attention to Hedges 


CEREAL 


GRADING CO. 
MINNEAPOLIS 


SPECIALIZE IN 


GOOD 
CORN and OATS 
For 
WISCONSIN TRADE 


Prices Right—Service Prompt 
TRY US. 


Dried Skim Milk 
Dried Buttermilk 


STRAIGHT CARS—MIXED CARS 
LCL Lots (Spot Milwaukee) 


Write, Phone or Wire for Our 
Delivered Prices. 


WISCONSIN DAIRY PRODUCTS CO. 


Daly 6704 


342 N. Water St. Milwaukee, Wis. 


anity Fair 


Flour 


Laboratory Tested. 
Made Right and Priced Right. 


Write for our prices in straight 
and mixed cars with bran, midd- 
lings, Cannon feed (flour midd- 
lings), and Billie feed (red dog). 


Cannon Valley Milling Co. 


MINNEAPOLIS, MINN. 


Quality Does Count 


In tests completed at Madison—in which 
paneay every Cod Liver Oil sold in the 

tate was tested— 

NOPCO COD LIVER OIL used at a 
level of 4% added to the basal ration 
showed better results (higher percentage of 
ash in Tibia) than any other oil used at a 
level of 1% added to the basal ration. 

Think of it—Nopco at %% better than 
any other Oil at 1%. You can always de- 
upon is the best Cod Liver 

l on the market. Ask us for prices. 


FEED SUPPLIES, INC. 


506 Chamber of Commerce 
Milwaukee Wisconsin 


usiness 
expands with 


Printed messages 
They are profitable 


ADTKE ORTSCH 
BROS. Co. 
EstasuisHep 1894 
PRINTERS 
LITHOGRAPHERS 
BINDERS 


522 N. MILWAUKEE STREET 


Brospwar 1076 WISCONSIN 
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Display and Sell 
Original 
LIMESTONE 
and 


~PEARL PRODUCTS 
Quality Proved Since 1893 a 

Our National Consumer Advertising Will 
Ip Your Sales. ; 
rite for our Dealer Plan and Sales Helps. 
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Walsh Chosen to Head 
New Nopco Office 


J. A. Barton, vice-president, National 
Oil Products Co., Harrison, N. J., an- 
nounces the appointment of Leo J. 
Walsh as manager of the firm’s new 
offices in the Board of Trade building, 
Kansas City, Mo. 

Business in the southwest territory 
will be handled out of the new quar- 
ters. Dan Whitlock, Walter C. Ber- 
ger and G. W. Standish will work with 
Mr. Walsh in the Kansas City organi- 
zation. 

Mr. Walsh is well-known to mem- 
bers of the feed trade, through his 
former connections with the Wash- 
burn-Crosby Co., Kansas City, where 
he served as manager of the feed de- 
partment for the past 15 years. 

The National Oil Products Co., Mr. 
Barton reports, is operating on full 
schedule, seven days a week, branch 
offices in Boston, Chicago, San Fran- 
cisco and Hamburg, Germany, report- 
ing brisk business. 


Issue Warning Against 


Consignment Selling 


Attention is called by the Southern 
Mixed Feed Manufacturers association 
to the warning sounded by Ernst & 
Ernst, national accounting firm, against 
the practice of consignment selling. 

“It should not be assumed,” reads 
the warning which appeared in one of 


perfect method of distribution. It does 
not. There are many limited compli- 
cations in the practice. There is the 
possibility that distributors will take 
unfair advantage of manufacturers. 
Without proper safeguards it is entire- 
ly within the realm of possibility for 
consignment selling to prove a boom- 
erang rather than a blessing. Experi- 
ence has shown that it is fairly easy 
for unscrupulous distributors to manip- 
ulate the consignment stocks to their 
own advantage in the event of market 
price changes. Consigned stocks rep- 
resent inventory of manufacturers; 
thus manufacturers are burdened with 
correspondingly heavy carrying costs, 
necessitating the maintenance of a 
strong bank account at all times.” 


M. G. Rankin & Co. 


GRAIN AND FEED 


AGENTS IN WISCONSIN 


Keokuk Corn 
Gluten 


High in Protein—Low in Price 


Chamber of Commerce Bldg. 


the accounting firm’s recent bulletins, MILWAUKEE ... WISCONSIN 
“that consignment selling represents a 
Mixed Cars EXPERIment—or 
: Quick Turnover EXPERI]ence? 


3 
Advertised 
Products 


Marblehead “98” 


(Calcium Carbonate) 


Marblehead Lime Ration 


(For distribution by Dealers) 


Marblehead Lime Grit 
(For Poultry) 


Crcoge - 


Send for 
Booklets 
Samples 
Mail Plan 


MARBLEHEAD LIME COMPANY 
CHICAGO 


Which is most important 
in determining the vita- 
min sources for your feeds? 


When you experiment 
you risk possible disap- 
pointment. Results may 
not be all you expected. 
When you use MARDEN’S 
you know you are safe. 
Years of experience have 
definitely proven—there is 
no safer, more dependable 
source of balanced ‘‘A’’ and 
“‘D”’ vitamin strength than 


Write for ‘‘Feed Facts’’ 
and low quantity prices. 


MARDEN: WILD Corp. 


512 Columbia St., - Somerville, Mass. 
212 East Ohio St., - Chicago, IIl. 
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The Denver Alfalfa 
Milling, & Products Co. 


more of its Healthful 


Dependable 
Western 


Alfalfa Meal 


for 
Dairy and 
Poultry Feeds 


LAMAR, COLORADO 


Branch Sales Office, 
403 Merchants Exchange, 
St. Louis, Mo. 


SCRA 


Merry Christmas 
and a 


Bappy New Year 
Co Our Dealer Friends 


MILWAUKEE TALLOW & GREASE CO. 
JOE FREE, Manager 
131 SO. 7th STREET, MILWAUKEE 


—o— 


DEUTSCH & SICKERT CO. 
CHAMBER OF COMMERCE, MILWAUKEE 
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| Feed 4 Grain 


THE RIEBS co. 


Co all our friends 


in the trade— 


joyous holiday 
season anda happy 
and prosperous 


New Hear 


Wisconsin Milling Co. 
MENOMONIE, WISCONSIN 


Is That 
Insurance Company Good? 


This question should be asked and 
answered to your satisfaction be- 
fore purchasing insurance today. 


Compare the financial strength of the 
MILL MUTUALS with that of any 


competitor. They are as strong finan- 
cially (dollar of surplus to dollar at risk) 
as the strongest. 


Watch for the year-end financial statements. 


The MILL MUTUALS financial condition, 
always good, is better than ever. 


ASSOCIATION OF MILL AND ELEVATOR 


MUTUAL INSURANCE COMPANIES 
230 East Ohio Street, Chicago, Ill. 


Loads 
Mixes 
Bags 
as Fast as. 
a Man 
Can 


Handle 
Them 


é 
Priced 


Very 
Low 


for 
Details 


LINDSAY BROTHERS, Inc. 


130 S. Second St. Milwaukee, Wis. 
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This ‘poultryman 


proved it for himselif.. 


The importance of Vitamin A 
as supplied by CLO-TRATE 


AX BOGNER, Belle 
Meade, N. J., has 
just told us of his experi- 
ence with CLO-TRATE 
which we feel is of very 
real interest to every 
poultryman and feed 
dealer who is anxious to 
make sure that his feeds 
contain an efficient com- 
bination of both Vitamins 
A and D as found in cod 
liver oil. 


Mr. Bogner had been raising his aaa leg- 
horns on a feed to which 13% of straight cod 
liver oil was added. In nine of the generous 
amount of oil in the ration, a severe epidemic 
of Roup and Swollen Head recently swept 
through his flock, leaving only 150 pedigreed 
pullets out of 1,000 of the highest producing 
birds he had ever raised. 


In order to keep the remaining birds alive, 
they were fed canned kidney beans soaked in 
the cod liver oil. At the end of a month, the 
roupy condition had only just begun to clear 
up so that the eyes were visible. Then Mr. 
Bogner decided to try CLO-TRATE Concen- 
trated Cod Liver Oil. Several roupy birds 
were kept on their original feed, but were givena 


medicine dropper of CLO- 
TRATEdaily. Theswell- 
ing had gone down so that 
in ten days the eye was 
visible and in about two 
weeks more the birds were 
in shape to be returned 
to range. 


Since then, Mr. Bogner 
has used CLO-TRATE 
on all birds at the first 
sign of trouble. His suc- 

" cess with this condition 
which he had previously found almost in- 
curable led to this conclusion which we quote 
from his letter. ‘‘There is not as much Vita- 
min ‘A’ in some feeds as we are led to believe. 
I now know that if I had had enough ‘A’ in 
my cod liver oil I would still have my flock of 
high producing pullets.”’ 


This experience of Mr. Bogner’s shows in a 
striking way the practical benefits of the Vita- 
min A in CLO-TRATE as a safeguard against 
the infectious diseases that threaten the pro- 
fits of every poultryman. CLO-TRATE has 
proved itself a dependable, economical source 
of both Vitamins A and D in standardized 
amounts. Begin now to mix it in your feeds. 
Write today for information and quotations. 


HEALTH PRODUCTS CORPORATION 


Manufacturers of Pharmaceutical Specialties 


113 North 13th St., Newark, N. J. 


323 West Polk St., Chicago, Ill. 


CLO-TRATE 


Reg. U. S. Pat. Off. 


oy 
i 
t 
| 
— 
é 
| 


2 
+ + 
+ + 
all, Friendship is Friendshiv, 
whether in social life or business. We 
ft are grateful to count you in our circle ot. 
— and trust we may be worthy of a place + 
in yours. 
Cl very Merry Christmas 
a and good fuck in the 
comi ear 
ming year. 
the * 


MINNEAPOLIS, MINN. 


Over 1,000,000 barrels yearly production =_— 
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